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Lifting Up Shoe Appreciation 


What Footwear Is Worth Is the Measure of Price 


shoes is rising. The outstand- 

ing example of what can be 
done in raising the public’s accept- 
ance of better shoes is the steady 
upward tendency of prices for fine 
footwear in New York City. 

Not so long ago a $35 shoe was 
invariably custom made, and its se- 
lection, measurement and final fit- 
ting was surrounded with all the 
service thrills of “carriage trade 
service.” Today $35 is no novelty 
at all, one store on Fifth Avenue 
has over a dozen lines at that price 
in complete stock, on the shelves 
ready for immediate sale. In the 
same store there are at least fifty 
lines of shoes at $18.50 per pair. A 
$500 sale to a customer in one fit- 
ting is not a particularly red letter 
event, but something ex- 
pected now and then, in the 
course of selling. 

Another store tried $65 
per pair for a stock run of 
shoes with rather elaborate 
ornaments added to the slip- 
pers, making the $65 figure 
appropriate and appreciated 
by the public. To be a trifle 
more exclusive, up closer to 
the ceiling, a smart shop 
with Frenchy frills consid- 
ers $85 a fair price for cus- 
tom shoes designed on the 
premises with all the effect 
of harmonizing the colors 
with the frocks and the pat- 
terns with the design of the 
dress and perhaps the mood 
of the customer. 


Pes appreciation of good 


Now all this elevation of foot- 
wear to a high position in the 
esteem of the public in beauty, as 
well as price, has its purpose—it 
lifts up the ceiling of prices and by 
so doing helps to pick up the lower 
grades from the very bottom of 
prices. The higher up the greater 
stimulant to the lower lines to lift 
their heads up a little higher, too. 

Would that a similar develop- 
ment of shoe taste, selection and 
valuation could be developed in 
men’s shoes for the need is great. 
To lift. up the appreciation of the 
man customer from the $5 level to 
an $8 level would mean more to the 
shoe business of this country than 
any other action—it would increase 
the sale of shoes and stop the de- 
crease now noted in production 
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the difference lies ? 


figures. It can be done by proper 
selection and emphasis on values, 
not only intrinsic, but artistic. The 
lines of a shoe for men can be im- 
proved to the betterment of sales. 
New methods of merchandising 
come with better merchandise. The 
fitting chair becomes a sofa in the 
top-grade women’s stores, while the 
single chair becomes a bench or a 
ieather seat in men’s stores. 


HE ability to get a better price 

is termed by one expert the 
“sixth sense.” He says: Grading 
down to meet low price competition 
is so much wasted effort, whether 
practised by manufacturer, whole- 
saler or retailer. It destroys con- 
fidence, creates confusion of mind, 
and leads nowhere. 

The public’s sense of 
values has been sharpened 
to the point where it is as 
keen as the _ individual’s 
sense of taste, hearing or 
smell. The woman buyer 
soon learns to sense the dif- 
ference. 

Grading down _ quality 
merely means grading down 
your clientele—dropping one 
group of customers for an- 
other, and starting all over 
again to build up good-will. 

It is remarkable how the 
idea still prevails in the 
minds of many of the old 
guard, that if a shoe cost $6 
it should be marked $9 and 
held at that price until they 
raise oranges around the 
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North Pole. A store in Missouri 
recently went out of business, 
whose founder held to that prin- 
ciple. The death of the owner re- 
vealed that he had in his basement 
hundreds of pairs of shoes from 
ten to thirty years old. A thirty- 
six pair case of serge buskins, that 
had never been unpacked, was 
among the relics found. Of the five 
thousand pairs of shoes on the 
shelves, 90 per cent of them were 
not worth ter cents a pair. Yet this 
man had been rated as one of the 
successful merchants of the State. 


HE younger merchants do things 

somewhat different. Take the 
case of one fellow who started a 
couple of years ago in a small college 
town in Texas. He had a cash reserve 
of $300 and an opening stock of forty 
pairs of shoes. No staples, but the 
newest styles that would appeal to 
the college girls in the town. He 
was a good shoe man, with a good 
business head. In a year he had 
400 pairs of shoes, all paid for, and 
a thousand or so dollars in profits. 
Then he moved to a fast growing 
oil town several hundred miles 
away. Instead of taking a small 
side street store, he leased one ten 
times too large for his own needs, 
right at the corner of Main and 
Main streets. Then by sub-leasing 
part to a woman’s hat shop, part to 
a ready-to-wear department, the 
rear, to a beauty shop and the bal- 
cony to a stamped-goods concern, 
he had his rent so fixed that he is 
getting $65 more a month than his 
lease costs him. 

There is just room for 1200 pairs 
of women’s high and medium grade 
shoes in his racks. And what’s 
more, while he has plenty of room 
for five times that amount of stock, 
1200 pairs is all that it will be. 
Questioning J. H. Tanner of Ama- 
rillo, Tex., brought out his some- 
what different slant of merchandis- 
ing. 

“In the first place I recognize no 
seasons, that is, in the accepted 
trade sense of the word. With a 
base stock of 1200 pairs, I buy each 
week the same number of pairs 
that were sold the week previous. 
It takes from five to six weeks to 
get the shoes made up, so what are 
sold this week will not be replaced 
on the shelves for a couple of 
qonths. But that does not matter. 
By this weekly buying arrange- 
ment, the new shoes are constantly 
coming in to replace those going 
out. Aside from keeping a fresh 
inflow of styles, this method. pre- 
vents a lot of bills from coming due 
all at once. 


“Too many merchants make a big 
mistake in having stocks that are 
too heavy at certain periods and 
too light at others. They make a 
frenzied attempt to get everything 
under the sun in the store by Eas- 
ter, then in July, August, January 
and February, to get everything 
out. The result is that they are 
topheavy at certain times and un- 
derstocked at others. A good bal- 
anced stock at all times will tend 
to build up business and show a 
reasonable per cent of increase. 
You can’t build up business when 
your stock is made up of odds and 
ends four months of the year. To 
my way of thinking, the public 
buys more freely if shown new 
goods each and every week. 

“Sales do not play such an impor- 
tant role in the scheme of things 
as many imagine. Regular or stated 
sales are simply an invitation to 
customers to wait a little while and 
buy under the regular price. Oc- 
casionally we have a sale when our 
odd lot section gets most filled. 
This section, by the way, holds sixty 
pairs of shoes, and only shoes from 
this rack are offered at a reduction. 
The balance of the stock stays at 
regular price. This inducement is 
made to move these shoes, one pair 
at regular price, a second pair for 
a dollar more. In this manner two 
pairs are sold at once. A few hours’ 
sale in the morning is all that is 
necessary to clean them up. It has 
only been deemed advisable to hold 
two of these sales in the past year, 
so I do not consider myself a real 
sales expert. 

“Buying once a week has another 
great advantage, that of keeping 
close to the selling trend. Erratic 
styles may be played with, with- 
out getting hurt.” 


Walking Shoes Sell Well 
- in This Store 


“The high grade walking shoe 
business is increasing at a most 
satisfactory rate. Conservative 
patterns with heels from 12 to 14/8 
in shoes retailing around $12.50 are 
getting to be the mainstay of our 
store,” remarked J. D. Aldrich of 
the Kerr Dry Goods Co., Oklahoma 
City. “We have been a long time 
building this business, so are now 
commencing to reap the benefits. 
It was developed by carrying com- 
plete lines so that people looked to 
us for shoes of this type. By con- 
stantly showing these shoes and by 
being extremely fussy about fitting 
we have educated the women to an 
appreciation of our merchandise.” 
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George P. Utley to Head 
Harsh Chapline Organi- 
zation 


George P. Utley, managing di- 
rector of the Harsh Chapline 
Shoe Co. 


George P. Utley, formerly presi- 
dent and treasurer of the Ogden 
Shoe Co. of Milwaukee, has resigned 
that position to accept the post of 
managing director of the Harsh 
Chapline Shoe Co., succeeding C. O. 
Chapline, resigned. 

Mr. Utley is well known in the 
Milwaukee market, having come into 
the Nunn-Bush organization some 
six years ago as salesmanager and 
style designer for that organization. 
A little later he left the Nunn-Bush 
company to assist in organizing the 
Menzies Shoe Co. of Fond du Lac, 
Wis., and for several years was vice- 
president and secretary. 

Two years ago Mr. Utley resigned 
from Menzies and took over the 
Ogden Shoe Co., becoming president 
and treasurer. In these two years 
the Ogden Shoe Co. has made splen- 
did strides toward success due to the 
experience and direction of Mr. 
Utley, and it was his success here 
that led to his selection for the 
Harsh Chapline post. The Harsh 
Chapline Co. is a branch of the well 
known Craddock Terry Co. of 
Lynchburg, Va., the fourth largest 
shoe manufacturing organization in 
the country. 

Besides the men’s work shoe field, 
Mr. Utley will direct the entry of the 
new Chapline line of men’s dress 
welt footwear to the retail shoe field, 
and with the excellent start already 
made before his taking charge the 
Harsh Chaplin organization will de- 
velop into one of the factors in men’s 
dress welt making in Milwaukee. 
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Buying For a Complete Turn 
Every 45 Days 


100% Action on 100% of the 


HE story of a little fifteen foot 
front two man shoe store! 

Imagine such a store, fifteen 
feet wide, the fixtures and wicker 
furniture painted ivory, with 
touches of rose in draperies, and you 
have a fair picture of Ray Allman’s 
new store in Amarillo, Texas. 

The real kick one gets is not so 
much the attractive way in which 
the store is decorated as in the 
money-making possibilities, for All- 
man is putting into practice some 
revolutionary ideas. That is, they 
are far different from the supposed- 
ly fixed standard of shoe merchan- 
dising. 

To get his view- 


having too big stocks of too general 
a nature. I was worried to death 
about cleaning up dead stock and 
over the large amount of capital tied 
up. Specialization and concentra- 
tion are the antidotes for these 
griefs, to my way of thinking. Most 
of us have strong likings for cer- 
tain branches of shoe merchandis- 
ing. Some despise the children’s 
trade. Others would handle only 
men’s shoes, and so on, along the 
line. The man who has a special 
aptitude for corrective shoe fitting 
is not, as a rule, very strong for 
high heel, pretty turn shoes. He 
just does not believe in them, so is 


Stock 


much better off in not handling them 
at all. Personally, I like to buy and 
sell the better grades of novelty 
shoes. Consequently in this new lit- 
tle shop of mine, that is all that is 
carried. 


“ VEN way out here on the 

plains, in a city in the midst 
of an oil boom, three hundred miles 
from anywhere, women do not buy 
shoes from a price or utility stand- 
point, but from desire created by 
style and beauty. So my problem is 
to keep one jump ahead of the style, 
trying to have what they want, be- 
fore they know that they want it. 
For this reason 
a small active stock, 





point, let’s follow 
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his line of reason- 
ing: 
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heavy on the ‘heart’ 
sizes, is a real prac- 





“Did you ever see 
a cotton ship that 
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tical money maker. 
With a base stock of 





was loaded all on one 
side, with the keel 
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five hundred pairs 
of shoes, which sells 
out completely every 





sticking almost out 
of the water? The 
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forty-five days, with 
the rent of the store 





owners would never 
think of sending a 
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paid by the hosiery 
profits, the future 





ship to sea loaded in 
this manner, for 
even a landlubber 
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looks most promis- 
ing. 





knows it would not 
survive the ordinary 



































“This five hun- 
dred pair limit for a 























ocean swell, to say 
nothing of any kind 
of a storm. Now 
take a look at the 
average shoe store 
on an average day. 
One side is loaded 
down with profitable 
customers ‘and the 
other side just 
empty. So while the 
big, cumbersome, 
expensive - to - op- 
erate affairs must 
be well balanced to 
be seaworthy, the 
swifter, trimmer, 
lighter craft are so 
much easier to han- 
dle. 

“For ten years I 
fought the _ retail 
shoe business by 


Ray Allman and his master 
buying chart. He doesn’t 
buy, necessarily in 120 pair 
lots, but if, for instance, he 
should buy 24 pairs each of 
five different styles, the size 
run of the 120 pair total 
would correspond with this 
chart. Should he happen not 
to have the correct size in a 
wanted style, he finds it easy 
to switch the customer to a 
style in which she can be 
fitted. 


complete stock of 
women’s novelty 
shoes may cause a 
lot of merchants to 
smile when they 
consider their own 
stocks of from two 
to ten _ thousand 
pairs. I’ll stake my 
chances on this little 
stock of mine that is 
constantly rolling in 
and rolling out 
against some of the 
larger stocks that 
turn only as a whole 
about three times a 
year, and with 90 
per cent of the ac- 
tion on 25 per cent 
of the stock. 

“There are two 
other phases that 


[CONTINUED ON PAGE 60] 
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Making the Style Show a Real 


Business Builder 


By O. K. Johnson & 


HE shoes department of Mc- 
Curdy & Co. of Rochester oc- 
cupies a considerable floor 
space. On the day of their style 
show all such regular furniture of 
the department as customers’ chairs 
and fitting stools had disappeared. 
Trellises and arbors with trailing 
vines and flowers set off the shoe 
section from its neighboring depart- 
ments and along the inner borders 
of this rectangle several rows of 
chairs were arranged. Among other 
chairs arranged in groups wound an 
irregular pathway reserved for the 
parade of the model. Here and there 
stood the large comfortable easy 
wicker chairs which are always 
ready for shoe customers to rest in, 
and attractive pieces of garden fur- 
niture supplied by the store’s furni- 
ture department. Tall bird-cages 
with singing canaries and talking 
parrots were placed among the vines 
and flowers. The McCurdy bird de- 
partment supplied these birds, but 
not for this occasion particularly, as 
the birds are a part of the regular 
furnishing of the shoe department. 
The department has some natural 
light from large windows on the 
front of the building, so that seldom 
is there need to use all the electric 
lights in the ceiling. Artistic effects 
in lighting were secured by placing 
a number of floor lamps near the 
groups of comfortable wicker chairs. 
These lamps, too, were a part of the 
regular furnishings. 
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NOTHER touch of color, always 

desirable in a shoe store, is added 
by unit exhibits of new frocks and 
the latest hats for springtime. No 
one coming into the shoe department 
can miss seeing them. They were 
not introduced especially for the oc- 
casion. They represent a detail in 
the merchandising plan of the store, 
for these unit exhibits have a sell- 
ing suggestion. Frequently, after 
a customer has purchased footwear 
she expresses interest in a gown 
or in millinery and is escorted to 
the proper department by the shoe 
salesperson, who calls another to 
show the merchandise in which in- 
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terest has been indicated. This is 
a fine illustration of what is known 
technically as the suggestion sale. 
A platform some ten fet square 
had been erected in one corner, next 
the offices which were to be used as 
dressing rooms. Flashing lights 
signaled the approach of the model 
with each change of costume and 
slipper. She reached the platform 
by steps at the rear and appeared 
in the view of the guesfs as she 
walked through a rose-twined arch- 
way in the trellis. She posed and 
postured on the platform, in the 
bright beams from concealed spot- 
lights, and then passed down -steps 
at the side and moved along the 
pathway among the crowd, so that 
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all might have a close view of the 
shoes she wore. About five minutes 
were given to the display of each 
style of shoe, |. .*. | i 

The footwear yas exhibited by a 
professional model, formerly, of Ro- 
chester, now of New York, and 
widely advértised as having re- 
turned recently from Paris=with an 
$8,000 wardrobe. Of course,» the 
guests saw the shoes, but they knew 
there was more than shoes to look 
at. Miss Allen herself is easy to 
gaze upon, and the audience didn’t 
miss a single detail of her Paris 
frocks and costume accessories. Her 
$2 500 opera wrap caught every eye. 

The exhibition continued for two 
and a half hours. The personnel of 
the crowd changed at intervals as 
folks came and went. Five or six 
hundred women were always watch- 
ing the proceedings. Five thousand 
women visited the department each 
of the afternoons of this two-day 
vent. 

There was no selling done in the 
department during the show. The 
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attention and efforts of all the nine 
shoe salespeople were centered upon 
the job of making the shoe show a 
success. Under the supervision of 
Mr. Olmstead and Mrs. German, pro- 
prietors of the McCurdy shoe de- 
partment, floormen and salesmen 
served as ushers. The slippers the 
model wore were brought from the 
stock cabinets and returned to them 
by a colored maid, who for six years 
has been an efficient and valuable 
assistant in the department, caring 
for stock and helping the salespeople 


VERY style of shoe presented by 
the model was a style which is 
on sale in the McCurdy department. 
So guests did not become attracted 
to sample shoes and find afterward 
that purchases can be made only 
on special .order. Hence there are 
no disappointments for customers 
who make their style selections from 
numbers displayed by the model. 
Twice a year for ten years the 
Shoe Style Show has been featured 
in Mr. Olmstead’s footwear mer- 





Models are the important 
part of a style show. They 
should be trained to walk 
and posture correctly and 
should be allowed to wear 
no shoes other than those 


for sale 
store stock. 


in the regular 
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chandising program. 
The first show of each 
year is usually booked 
in April, just when 
the really warm days 
in Rochester are 
turning the thoughts 
of the people to 
springtime. Better 
then than so early 
that folks still feel 
that winter is linger- 
ing with them. An- 
nouncements of the 
show are sent by mail 
to customers, “ are 
made a_ prominent 
part of the store’s 
newspaper advertis- 
ing, and are repro- 
duced on display 
cards for use in the 
store windows. 

One noticeable im- 
mediate result of 
every McCurdy Shoe 
Style Show is very 
heavy business on the 
next two days, Fri- 
day and Saturday, 
big business through- 
out the whole of the 
succeeding week. 
The show has come to be an estab- 
lished feature event each spring and 
fall, not merely because it gives 
pleasure and entertainment to thou- 
sands of people, but because it is 


Yontz in Piqua, Ohio. 


center of the store. 
Piqua department store. 
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Style shows do not necessarily have to be expensive in order to pull. 
The photograph above shows one put on very successfully by A. M. 
At the back of the store was a dark velour 
curtain through which the models, all local talent, came onto the 
runway which had been built over the tops of the seats down the 
Costumes other than shoes were furnished by a 
Music was furnished by the local high 
school orchestra. The show was held on March 11, and before Easter 
Mr. Yontz had to size in heavily on numbers which he had not ex- 


pected to sell before the hoiiaay 


believed to be a most profitable 
builder of business. Certainly, if 
getting big crowds of people into 
the store is a sign of good advertis- 
ing, then the McCurdy show is good 
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advertising. And cus- 
tomers for weeks af- 
terward, in telling 
salespeople what they 
want to see, refer to 
footwear styles they 
remember having 
seen at the show. 

Here is a _ brief 
summary of impor- 
tant points to remem- 
ber, if you decide to 
have a Style Show in 
your store: 

Hold a show twice 
a year, at the open- 
ing of the spring and 
fall seasons. 

Starting planning 
early and make your 
preparations abso- 
lutely complete before 
the day comes to open 
the show. 

Run the show 
twice, either on two 
successive afternoons 
or on an afternoon 
and an evening. 

Do everything you 
can to make the show 
regarded as a society 
event.. i 

Announce the show to the women 
of your community by advertising 
through mail to their homes, in 
newspapers and with window cards. 

[CONTINUED ON PAGE 60] 


Try a Cinderella Contest 


HE Dilinghams of Austin, Tex.. 

pulled some front page, high 
grade publicity recently in the shape 
of a Cinderella Contest, that could 
be advantageously used in other 
cities. In commenting on this stunt, 
B. L. Dillingham, Jr., told how the 
subject was broached to him by the 
Majestic Theater management and 
how very reluctantly he gave his 
consent, knowing that contests usu- 
ally have a bad after effect. 

As far as the general public was 
concerned, the idea was sponsored 
by the local newspaper and the 
theater. All the entrants, however, 
were obliged to be measured at Dil- 
lingham’s shoe store. Of 150 girls 
and matrons who visited the store 
to have their measurements re- 
corded, twelve of the best were se- 
lected to strive for the final honors. 

The contest was to find the small- 
est and most perfect foot, with three 
prizes — first, choice-of-the-house 
shoe selection at Dillingham’s; sec- 


ond, ten dollars in gold; third, a 
three months’ season pass to the Ma- 
jestic Theater. After a_ citizens’ 
committee, with the aid of Mr. Dil- 
lingham, had made their elimination 
selections, the twelve were notified 
by phone to call at the store for 
passes that would admit them to the 
theater stage the night of the con- 
test. 


HEN this big night came, Mr. 
Dillingham had all twelve seated 
on the stage with their shoes off, legs 
crossed, and the curtain raised about 
18 inches high. In this way the 
judges viewed only the feet, so there 
could be no question of any partial- 
ity being shown. The first prize 
was unanimously awarded to a young 
lady whose foot measured for a 3B. 
This selection, too, was approved by 
the audience which filled the theater. 
To anyone attempting such a stunt 
it would be well to heed this advice 
from Mr. Dillingham: 


“The type of store lending its 
name to such an enterprise must be 
high grade enough to warrant the 
entrance of the best people in town. 
The judges must be men of standing 
in the community. We had Sam 
Sparks, president of the Texas Bank 
and Trust Co.; F. W. Sternenberg, 
president Kuntz, Sternenberg Lum- 
ber Co., and Walter Murray, com- 
mission merchant and broker, who 
all entered into the spirit of the oc- 
casion. 

“If such a contest is given proper 
thought and conducted in the right 
way, considerable good publicity 
may be gained that will attract the 
high grade residents of a town. We 
had front page stories night after 
night, together with the big night 
at the theater, and it only cost us 
the best pair of shoes in the house. 
Before committing oneself to such 
a scheme, it is well to consider all an- 
gles of it. In our case we are well 
satisfied with the results.” 
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From Millinery to Shoes 


Shortage of Hats Results from Use of Straw 
in Making Footwear 


HE millinery trade has more 
than one grievance against 

the shoe trade. Not so long 
ago the millinery manufacturers 


Here is a cutter blocking out a shoe pattern on a 
Note that the pattern is laid over 
the hat, which is merely folded and is not flattened 
The curve in the hat must be taken into con- 
sideration in cutting out the shoe pattern 


lace panama hat. 


out. 


and retailers were com- 
plaining that the injec- 
tion of so much style into 
women’s footwear was 
hurting the _ millinery 
trade. They argued that 
because women were 
trying to match up 
every gown with a pair 
of shoes, there was less 
money being spent on 
millinery. The argument contains a 
certain degree of truth. The writer 
saw a woman in a Fifth Avenue shop 
purchase a dozen pairs of shoes and 
but three hats to complete her ward- 
robe for a trip to Palm Beach. There 
are plenty of incidents of this 
kind that can be dug out of the 
experience of many of our exclusive 
shops. 

But that isn’t all of the story. 
The use of fine grade panama hats, 
particularly the lace-panamas, by 
the shoe trade, is making this type 
of hat a bit scarce for the millinery 
and men’s hat manufacturers. In 
the cheaper grades of panamas, ac- 
cording to an official of the Young 
Hat Co., the demands of the shoe 
trade have created a scarcity of hats 
and have made it practically im- 
possible to obtain a decent panama 
hat to retail at $5. 


Here are 


The use of millinery materials in 
shoes is a most interesting experi- 
ment. The production of panama 
footwear is not to be undertaken by 
the novice. It requires an extraor- 
dinary amount of skill, and the labor 
employed is paid extra wages in 
order to insure the highest degree 
of fitting in the shoes. The process 
by which panama hats are converted 
into shoes is decidedly 
interesting and com- 
plicated. A _ detailed 
description cannot be 
compressed into the 
limits of this article, 
but the high lights 
can be projected so 
that a fairly general 
idea may be obtained. 

Lace panama shoes, 
as made at the factory 
of Arthur’ Bender, 
New York, are pro- 
duced by a process that 


three excellent examples of the lace panama shoe 


really involves the making of a 
double pair of shoes. The pattern 
is selected and laid over the hat. 
Because of the de- 
sign in the hat, which 
it is desired to repeat 
in the shoes, it has 
been found impracti- 
cal to-cut more than 
one pair of shoes 
from one hat. This 
in itself makes the 
raw material of the 
shoe very expensive. 

After the pattern 
is laid on the hat, 
which is not straight- 
ened out or backed 
up in any manner, 
the hat is cut. This 
cutting has to be 
done very carefully 
in order not to in- 


base. 


Fitting the lace panama shoes. 
pattern is drawn over a shoe previously made as a 
The base material is usually Florida cloth, 
in color, which shows through the lace panama 


jure the straw. A shoe is made of 
Florida cloth first and the straw 
drawn over this. The stitching also 
has to be done by careful and highly 
skilled stitchers because of the 
delicacy of the material. 

This process applies to the lace- 
panama shoe. In shoes where pan- 
ama or raffia is employed as a trim- 
ming, the process is a bit different. 
The inserts are then cut out, usually 
by hand, in order to prevent any 
breaking or cracking of the straw, 
and the inserts or overlays are han- 
dled from then on the same as any 
other material, with the exception 
that great care is used. The raffia 
that is used by one Brooklyn factory 
comes in sheets about 10 or 12 
inches square, and the insert de- 
signs are cut out of these. 

The panama shoe is a newcomer to 
the footwear stage this year. It is 
frankly a summer novelty. It caught 
the popular fancy at Palm Beach and 
other fashionable winter 
resorts and is now 
giving a good account of 
itself as a real hot 
weather shoe for sport 
and semi-sport wear. It 
is even being worn as a 
street shoe with the light 
colored costume. 

Just what its future 
is to be, is difficult to 
predict. It started as a high class 
proposition, retailing around $35 a 
pair and more, and is still a rather 

expensive shoe 
when __ properly 
made, although 
it is appearing at 
moderate prices. 


The sewed panama 


pattern 
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It Can Be Done 


HE “Cantbedoners” are already on the job 

with their declarations that making a selling 
season of July and August can’t be done. They 
say that those months have always been devoted 
to special sales and clearances and it is simply im- 
possible to make them over into legitimate selling 
times. 

Yes, and our fathers used to open weoden pack- 
ing cases with a hatchet. And they frowned on 
nail pullers, refusing to abandon the old method 
until fiber :packing cases came along and put the 
hatchet out of business. 

One of the biggest shoe men in the United States, 
Al Gude, of Los Angeles, said in a recent interview 
with a Recorder man: “Your idea is a good one. 
It is a big, constructive thought. It has the making 
of a new era of merchandising. If we cannot make 
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it go this year we can keep at it until we do make 
it go.” 

There spoke the progressive merchant. Mr. 
Gude voices the big majority of forward-looking 
men. “Let’s try it! Maybe it will work,, At least 
it is worth trying. If we cannot do much at first 
we may eventually make it work.” 

That sentiment has made the United States what 
it is today. Americans, mostly, have been willing 
to try a thing. Fulton, Bell, Edison, Ford, De- 
Forrest, hundreds of others, kept on trying. They 
never did say “it can’t be done.” In the shoe busi- 
ness we need more of the willing souls that will 
pioneer, and fewer of the kind that lean back in 
the harness and block the afperal progress of the 
trade. 

Just a few short years bee some of the back- 
ward-looking fellows said that hosiery never would 
sell in a shoe store. Today hundreds of merchants 
are paying their rent with. a hosiery counter. 

Oh, yes, it can be done! 


Don’t Clear by “Calendar” 


HERE are good habits and bad habits just as 

theré are good and bad fairies. Man is a crea- 
ture of habit. He becomes enslaved to habit and 
forfeits health, wealth and happiness. The bad 
habits are the easy ones to acquire. Like cussing, 
smoking, patronizing a bootlegger, and lots of 
others. One of the worst of all bad habits is living 
according to the calendar. This causes a man to 
change his underwear the First of April or May, 
even though the furnace fire may still be going full 
blast. Another is laying aside the straw hat on a 
certain day and putting on a hot, heavy felt, when 
the sun. is still baking the brain pan. Eating 
oysters in months that contain the letter “R” no 
matter what the condition of the oyster. Eating 
pie for breakfast just because granddad allus did. 
When a certain date shows up on the calendar the 
slave of habit does something because he has al- 
ways done it on that date. 

For instance, clearance sales in July and Janu- 
ary. Just when that habit was established, and by 
whom, no man knows. But thousands of shoe men 
have followed the rule for many, many years. They 
say: “Oh, Gee! Here it is the first of July! I 
must put on my clearance sale!” It may be that 
there is no overstock, nothing to clean up. No 
matter. Go to market and buy a lot of jobs and 
junk and have a sale! Waste thirty days that 
might be devoted to real, profitable selling and 
lose a lot of perfectly good money just because the 
calendar says it is the first of July. 

This habit has communicated itself to millions 
of people who quit buying shoes along about the 
middle of June and wait for the July sales. A 
trade investigation would disclose that literally 
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millions of people never pretend to buy shoes regu- 
larly. They have been taught to buy at sales. 
Who did it? Who killed cock robin? 


Solving Traffic Problem 


IFTEEN years ago, in the foothills of Oregon, 

a long-whiskered old-timer said: “Mark my 
words, them automobeels air a goin’ to ruin the 
country.” At the time his remark was charged up 
to the intolerance of age to new things, or to op- 
position to change. Today it seems almost prophet- 
ic. The old fellow was hitting mighty close to 
the bull’s-eye. The automobile has ruined the 
country for-a lot of folks. - 

When one sees the tremendous number of cars 
on the streets and highways driven by people who 
cannot afford them, he is persuaded that the auto- 
mobile is ruining things to a large extent. 

Will Rogers says the best way to relieve traffic 
congestion is to take off the streets all cars that 
are not paid for. That would remove a tremend- 
ous number. 

But, it is not so much a matter of cars unpaid 
for as it is of economic waste. James McIntosh, 
writing in Automotive Industries, says: “The auto 
engine is an economic failure when operating in 
cities. Any person operating a conveyance weigh- 
ing 3000 pounds and hauling 160 pounds had bet- 
ter take a street car weighing 30,000 pounds and 
hauling a load of 7,000 pounds. Ninety-five per 
cent of the fuel wasted! Super-power plants are 
necessary to economy. No one can afford to op- 
erate a private light plant in cities, and most peo- 
ple cannot afford to operate an 
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Stop Failures at Source 


HE law of supply and demand is fixed, un- 

changeable, inflexible. Over-supply means a 
glutted market and stagnation today just as it did 
in the days of the Medes and Persians. 

Over-supply of shoes reacts exactly as over-sup- 
ply of wheat, corn, cotton, or other commodity. 

A town of 6000 cannot support six stocks of 
shoes any more than a city of 60,000 can support 
60 shoe stocks. And yet, that comes close to being 
the ratio of shoe stocks to population. 

Here is a typical case: A town of 6000 people 
had three exclusive shoe stores, and seven ‘other 
places where shoes are sold. That means a stock 
of shoes for every 600 people. One of those ex- 
clusive shoe stores is far in the lead of all others. 
Its volume is twice that of any other. Every extra 
pair that store sells cuts down the average of the 
others. Some of those shoe stocks are slated for 
failure! 

And there are manufacturers and jobbers who 
will take a chance on another store in that already 
overcrowded shoe market! Another shoe store 
may open there tomorrow! 

What can these big operators be thinking of? 
Have they any foresight at all? A moment’s time 
spent in figuring would disclose the inevitable con- 
clusion of such a situation. It spells ruination for 
the entire industry. 

The RECORDER concedes to every man the right 
to enter business but it does not concede to manu- 
facturers the right to supply to the incompe- 
tent, the financially disqualified, the fly-by-night, 

a stock of shoes. If this orgy 





of opening new stores and shoe 





automobile in the city.” 


It does seem incongruous to 
see a man hauling himself to 
work in a car weighing 3000 
pounds, having more than 40 
horse power, an investment of 
around $2,000, burning up two 
or three dollars’ worth of gas 
and oil, and parking it all day 
long in some spot that might 
be better used for the transac- 
tion of business. 

Another crime of the auto is 
tempting a shoe man away 
from his store when he ought 
to be in there doing a heavy 
job of thinking. We wonder, 
sometimes, if the automobile is 
not a contributing cause to the 
present condition in the shoe 
business. 

Competition in the shoe 
trade is so keen that every 
minute counts. 


Better Than Professional Wages 


Dave Gilbert of Fort Worth, said, “I 
doubt if the average earnings of a young 
professional man goes over $3,500 a year, 
To be qualified, he is obliged to devote at 
least eight years of the best part of his 
life to studying, and not earning. Then 
to keep up with his profession, he must 
keep studying. There is not a salesman 
in my employ but what averages that 
yearly salary. To keep up with the pro- 
cession, to know what is going on, the 
retail shoe salesman must study and read. 
Very few of them do this unless prompt- 
ed. That is the reason they remain 
clerks. I want my men to be well posted, 
to read and think, so I encourage them 
to read the BooT & SHOE RECORDER every 
week. It is the best medium that I know 
of in presenting first hand good, reliable 
information. The more my boys know, 
the more intelligently they can sell, and 
the more they can earn. I am not afraid 
of their getting too big for me.” 


departments is not curbed 
there will be a terrible condi- 
tion in the shoe trade in a very 
short time. Some of our so- 
called wizards of trade, cap- 
tains of industry, big opera- 
tors, will come down from high 
places with that well-known 
“dull, sickening thud.” 

The signs are on the wall. 

Loose credit granting has 
become a major problem in the 
shoe as well as other indus- 
tries. It was freely discussed 
this week at the convention of 
the National Association of 
Credit Men. Efforts are being 
made to curb the unjustified 
granting of credit to everyone 
and anyone who may desire to 
enter business. It is high 
time that some action be 
taken. 
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Shoes for the Occasion 
Big Store Starts Campaign to Drive This Idea 


HILE it is a more or less 

W recognized fact that human 
interest in advertising is one 

of the most effective methods of 
galvanizing the reader of an adver- 
tisement to action, resulting in sales, 
the art of injecting human interest 
into ad copy is all too rare. Unfor- 
tunately, the shoe trade has been ex- 


SPORTS 


BALTA Sports Oxfords, of 
white buckskin with saddle of 
tan or, black “cali, and with 
crepe rubber -soles, take a 
lively pant ia winning the day 
for the sportswoman who .is 








ceedingly lax in developing the real 
human interest type of ad. It has 
only been in the last few years that 
shoe ads have broken away from the 
old stereotyped style and have been 
prepared in a way that attracts 
more than casual interest. 

However, it is gratifying to note 
that some recent efforts in the di- 
rection of unusual and attention com- 
pelling shoe advertisements have 
been made and it is not unreasonable 
to expect much progress along this 
line in the next few years. 

B. Altman & Co., New York, 
which for years, has been one of the 
conservative type of advertisers, 
recently changed their advertising 
policy and have developed some copy 
with a high human interest content. 


AFTERNOON 


BALTA Sandals, of parchment kid, follow 
the footprints of Fashion: for contrasting 
‘leathers with’ brown snake-calf 
applique and heels. . $17.50 








Home to Its Customers 


MORNING 


BAL.TA Step-in Pumps, of alligator calf, 
walk in the way of the new mode for gray- 
beige tones. The saddle and -heel are of 

plain calf in gray-beige tones $15.75 


The correct Betalph hosiery shade to 
wear with them is neutral beige. 








It has been applied to advertisements 
of many kinds of merchandise, but 
probably there has been no field in 
which the human interest factor has 
shown up to a greater extent than 
in this concern’s shoe advertise- 
ments. 

We present on this page six ads 
which B. Altman & Co. ran recently 
in several New York papers. The 
five ads devoted to women’s shoes 
appeared in a single straight run 
from the top to the bottom of the 
page, two columns wide. The ads 
cover the usual activities for a day, 
of the well dressed and active New 
York women. In addition to pre- 
senting the shoes for the occasion, 
the advertisement suggests the oc- 
casion, the Pomeranian dog suggest- 








'_B. ALTMAN & COMPANY | 





THE SHOE 


IN Rome it was a sign of infamy, imposed 

on slaves, to go barefooted. 

In thirtecnscentury England shoes were so 

long that the toc was fastened to the garter 

to enable the wearer to walk. 

The French Revolution finally rationalized 

footwear by striking a happy compromise 

between art and utility. 

The BALTA footwear found in the Meas 

Wear Department at ALTMAN SQUARE 

is scientifically desigacd to give the utmost 
, durability and smartness 


Sports Oxford 


Séreet Oxfords ( 
314 00 


$12.50 








ing the morning stroll; the racquet 
and balls, the tennis match; the 
horse, stirrups and polo mallet, the 
usual daily horseback ride; the two 
playing cards, the afternoon bridge 
game; and the pillared portal, an 
evening function. 

At the bottom of the page is one 
of Altman’s unusual ads for men’s 
shoes. The copy brings out a bit of 


RIDING 


BALTA English Riding 
Boots, of tan calf, are 
chosen by those who know 
the importance of correct 
footwear for riding $24.00 








shoe history, and the wood-cut style 
of illustration, together with the 
subject, compels lasting attention. 


T will be noticed that the illustra- 
tions are not elaborate or freak- 
ish. The simplicity of the illustra- 
tions is their chief charm. The copy 
is not extensive, but tells the story in 
a few short words. The wood-cut 
effect gives the ads plenty of “snap” 
and the proper degree of boldness to 
attract attention. 


EVENING 


BALTA Shippers, of stl. 
vered or gilt kid, with in- 
serts of colorful brocade,’ 
complement the evening 
frock with graceful under 
tunding . . . $22.50 
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Leather Embossing Made hasy 


Really a Very Simple Process, the Only Difficult Part 
of Which Is Getting an Irritable Snake 
to Pose for His Photograph 


champion style maker of 1926, 

the embosser who turns the pelt 
of the kid, the sheep, the calf and 
the cow into that of the ’gator, the 
lizard, the snake and a multitude of 
other reptile grains and colors, the 
like of which the keeper of the Zoo 
never dreamed. 

This embosser is the fellow who 
has changed the retail store into a 
menagerie of footwear fashions and 
has purveyed adornment of feet, as 
well as delight of heart, to a multi- 
tude of daughters of Eve. 

But, to the brass tacks of the 
story: 

Thirty years or so ago, a myste- 
rious machine was brought into Pea- 
body, Mass., and was placed in 
a tannery workroom, after which 
the tanner locked the door, so 
that no one but himself might 
enter. Only sheepskins went 
into this tannery, but from it 
came the strangest sort of 
leathers, sealskins, walrus 
hides and monkey 
grains, too. The 
metamorphosis was 
wrought by the mys- 
terious machine. 

But the secret 
leaked out. The 
mysterious ma- 
chine was an 


Sioa up and hats off to the 
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embossing press 
brought from 
abroad. This 
was not the first 
embossing of 
leather in America. But 
it was the first in Pea- 
body, and from it has 
grown a business of em- 
bossing millions and 
millions of feet of 
leather for a multitude 


of shoes of reptile grains and, also, 
for a host of leather novelties. 

Now, there is no secret to the 
art of embossing leather. Locks and 
keys have been thrown away, and 
the doors of the embossing shops are 
as wide open as the doors of any 
other shops. Anybody can emboss 
1eucuuer and make the reptile grains, 
if he wishes. 

Directions for performing the feat 
are as follows: 

First, catch your alligator, lizard 
or snake, or hire somebody else to 
do so. Capturing a python is no af- 
ternoon pastime. A cobra may yield 
to the lure of a snake charmer, but 
is apt to spit deadly poison at Ches- 
terfield, the shoe salesman. 


fix the embossed plate in the press. 
By bringing the embossed plate 
down on the skin the figure is 
printed on the skin. Hence a pair 
of snake skin shoes for Sister Sue. 
Anybody can do this trick, if he 
has the skill and the patience. It 
takes some money, to be sure. But 
think of the way the reptile grains 
are selling. Of course, if a person 
insists on the real goods, he can tan 
the pelt of the alligator, lizard or 
snake after he catches him. But 
leather like this costs five or ten 
times as much as does the ’gator, 
the lizard or the snake grain 
that is embossed on the skin 
of the kid, the calf Pi 
or the cow. TN y Cw) 
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Having captured your specimen, 
photograph his pelt and take the 
photograph to a maker of embossing 
plates, who will reproduce the grain 
of the pelt on a metal plate. A plate 
may cost $200, and a library of them 
is worth as much as a library of 
rare first editions. 

Next, get an embossing press, 
which is something like a printing 
press, place a skin of a sheep, kid 
or calf on the bed of the press, and 


A typical embossing 
press of the kind used 
in the leather trade. 


Of course, the leather has to 
be tanned just right to receive 
the reptilian grain, for one 
leather will take an embossed 
grain beautifully, while another 
will take an embossed grain 
wretchedly, just the same as one 
paper is good to write upon 
while another paper produces 
blurs and smooches with even 
the most skilled penmanship. 

If one is ambitious and wishes 
to improve on nature, he can do this: 
After embossing a skin with a rep- 
tile grain, he may take a swab, dip 
it into a pot of dye and spread it 
over the leather, just light enough 
to color the upright grain and not 
enough to seep down into the valleys 
of the grain. This is top coloring 
on embossed leathers. 

Or he can color his leather first 
and emboss it, and after embossing 
it, he can spread a top color of a 
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different hue on it, and so get a two 
toned reptile leather, one color be- 
ing down in the valleys of the rep- 
tilian. grain and the other being on 
the top faces of the grain. 

Or he can put a patent finish on 
his leather and emboss and top color 
that finish. Or he can emboss an 
alligator finish on his leather and 
then lightly buff that finish on an 
abrasive wheel, to make buffed alli- 
gator, which some call “baby alli- 
gator.” There are a number of other 
tricks which the embosser can per- 
form after he gets his hand in. That 
is why there are so many new grains 
for shoes. 

A Bedouin of the desert once got 
a fig stuck to the seat of his trous- 
ers, and, as he rode his good horse, 
the seeds of: the’ fig got stuck into 
the leather of his saddle. He pried 
out those fig seeds, after a while, and 
he marveled to behold that the 
leather was imprinted with a beau- 
tiful grain. So he pressed in fig 
seeds all over the leather of his sad- 
dle. This was the origin of em- 
bossed leather, according to the leg- 
ends of the leather trade. 

Well, things have changed a lot 
since those days. The metal plates, 
engraved with myriad grains, have 
taken the place of the simple seed 
of the fig, and the big press that ex- 


erts a pressure up to ten tons has 
taken the place of the man in the 
saddle as a means for impressing fig- 
ures into leather. 


Herbert T. Drake Joins 
Douglas Organization 


Brockton, Mass. — Herbert T. 
Drake has resigned his position as 
vice-president of the Emerson Shoe 
Company and, effective June 1, will 
take complete charge of manufactur- 
ing and production for the W. L. 
Douglas Shoe Company. In his new 
position Mr. Drake renews an old 
connection as at one time he served 
as superintendent of the Douglas 
plant in Montello. 

Mr. Drake has spent his entire 
business life in the shoe industry, 
having commenced as a_ bench 
worker in his father’s plant in 
Quincy when only 12 years of age. 
Nine years later his ability had 
made him superintendent of the 
John R. Graham factory in Quincy. 
From there he went with N. Hess & 
Bros. of Baltimore, where the late 
Governor Douglas discovered him 
and brought him back to Brockton, 
there to occupy position of increas- 
ing responsibility and importance. 
This connection lasted for 17 years, 


Herbert T. Drake 
Who will take full charge of pro- 
duction for the W. L. Douglas 
Shoe Co. 


at which time Mr. Drake acquired 
an interest in the Emerson Shoe 
Company. 

Mr. Drake is a past president ot! 
the New England Shoe and Leathe: 
Association and a director of the 
National Boot & Shoe Manufactur 
ers’ Association. 


Wichita, Kan., has a new women’s shoe shop called the Julian Bootery. The new store will cater to the medium 


priced trade from seven to ten dollars and will carry only women’s footwear. 


Julian Sternbrock, the owner of 


the store, is also owner of the Fair Shoe Store of Wichita and of several other stores in other Kansas cities 
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Where Can I Learn More Than 
Mere Selling? 


(This is the second of a series of 
articles by Mr. Prather, the first of 
which appeared in a recent issue 
of the BOOT AND SHOE RECORDER, and 
the purpose of which is to call forci- 
bly to men’s minds the various quali- 
fications for success in the retail 
shoe industry. The first of the series 
told what a man must know. This in- 
stallment carries the thought along 
even farther—to the sources of 
knowledge—where one must go in 
order to acquire the balance of 
thought necessary to success.—Ed. 
Note.) 


suggest a way by which a young 

man may gain the experience 
needed in starting a business. Let 
us take for example, the young re- 
tail salesman who has been very suc- 
cessful on the floor. He is a special- 
ist. He has a fine asset in his ability 
to sell large volume but that is his 
only asset. He is utterly ignorant 
of the art of buying, merchandising, 
accounting, or financing. 

A specialist is apt to be lop-sided. 
All his talent goes in one direction, 
while he excel; in his one-sided talent 
he is uninformed in all others. He 
must have training in all the other 
parts of business before he may hope 
to succeed on his own account. 

First of all he must study. He 
must do a lot of careful thinking. 
His powers of observation must be 
sharpened up. Careful reading will 
help. A night course in a good busi- 
ness school is 
imperative. A 
knowledge of 
business prac- 
tice is a need- 
ed part of 
his equipment. 
There is only 
one way to get it and that is by 
study and application—learning from 
others. Banking and _ banking 
methods are always open to study. 
Financing may be learned from busi- 
ness schools. A friendly banker will 
help a beginner many times. 

Next, a course in buying is obtain- 
able through careful study of the 
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By R. L. Prather 


methods of the shoe’ buyer in the 
store where he is employed. Any 
young man who expresses a desire 
to learn will find his buyer willing to 
teach. He may be invited to go with 
the buyer to sample rooms to inspect 
the offerings of the salesmen. Once 
more, reading will help. Trade 
journals, business papers, print val- 
uable articles on the subject of buy- 
ing. . 
Sitting next to the merchandising 
manager in spare moments, judicious 
questioning, eagerness to learn will 
be rewarded by generous teaching. 
The writer knows that every big 
business looks keenly and apprecia- 
tively upon its employees’ endeavors 
to improve themselves. 

The grouchy buyer, the selfish per- 
son who refuses to help a beginner 
is a rare individual. Most buyers 
welcome the in- 
terest of the 
young man 
who wants to 
learn. The mer- 
chandis- 
ing manager 
who declines to 
aid the student in the store is an 
exception. 

Then come the accounting and 
credit department. There are text 
books on those subjects. There are 
kindly men in that end of the busi- 
ness who will teach. 

Most important to the student is 
the study of stock keeping. That is 
one of the easiest of all his: studies. 
He comes in contact with the stock 
keeper every hour of the day. In 
his spare time he may learn much 
simply by watching, asking, and 
studying methods. Again, there are 
articles in business papers, systems, 
charts, blanks, hundreds of printed 
things to read. 

The earnest young man who wants 
to be a merchant will have no trouble 
in gaining helpful information if. he 
shows the right disposition. He will 
find many cheerfully willing people 
to show him the way. 

The road to success is not an easy 
one. It means hard work and appli- 
cation. When a youngster gets the 
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notion in his head that he is going to 
know certain. things, no power on 
earth can stop him. There are hun- 
dreds of successful men in business 
today who started at the bottom and 
climbed up through sheer determina- 
tion to excel. — 

One of the most successful of all 
is a man who 
began life a 
poor immi- 
grant boy. 
Without any 
knowledge of 
English, han- 
dicapped from 
the start by his size and personal ap- 
pearance, this man forged to the 
front and is today known as one of 
the richest and most respected mer- 
chants in the whole country. His 
determination to win could not be 
thwarted. 

The young man who wants to own 
his own business must deny himself 
a lot of the so-called pleasures of life. 
He must rigorously eliminate all 
night life that destroys vitality and 
creates false ideas of “fun.” 

This sounds like preaching, but it 
is only good common sense. All 
business men know it. 

If I were a young man who wanted 
to get into business, I think I would 
cultivate the acquaintance of all the 
successful men possible to know. In 
an experience covering many years 
the writer knows thousands of men 
who by their kindly advice and help- 
ful counsel have aided young men to 
improve their condition and to get a 
start. 

Some of the biggest operators have 
been known as the greatest friends 
of youth. Some of the world’s great- 
est bankers, manufacturers, teachers, 
business men, have given unsparing- 
ly of their store of knowledge to in- 
quiring young people who show a 
desire to learn. 

So, this chapter ends with the ad- 
vice: Seek the counsel of those who 
know. Ask and you shall receive. 
In plain language—learn from those 
who know their stuff. 

The next article will deal with the 
matter of unwillingness to learn. 
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Summerweight Day Celebrated 


In San Francisco 
Retail Shoemen Co-Operate and Make Good 


T can be done. San Francisco 

men’s shoe dealers proved that 

when they put over a Summer- 
weight Shoe Day, Saturday, May 15, 
in a way that certainly showed that 
men will discard thick soled, cum- 
bersome shoes for summer wear 
when the proper arguments for don- 
ning comfortable featherweights are 
presented. And results proved that 
assuredly that was done with the 
two and a half pages of publicity and 
advertising in the San Francisco 
Call, which heralded the event. In- 
cidentally, it established for San 
Francisco, and possibly for the coun- 
try, a new record for newspaper line- 
age given men’s footwear in a single 
issue. 

Special window displays of sum- 
merweight footwear 
for men, tied in with 
the Friday evening 
newspaper publicity 
helping to focus at- 
tention on both the 
style and comfort fea- 
tures of feather- 
weights with even 
greater returns than 
were anticipated. The 
weather Saturday, 
scheduled for Sum- 
merweight Shoe Day, 
could not have been 
better from a mer- 
chandising viewpoint 
and since May is one 
of San Francisco’s 
warmest months, the 
cumulative effects of 
this special publicity 
is expected to help 
business well into the 
summer. 

The sturdiness as 
well as the style and 
comfort features of 
summerweights were 
played up both in the 
advertising and shoe 
fashion stories car- 
ried in the Call’s spe- 
cial section, overcom- 
ing one of the strong- 
est objections heard 
from men who have 


grown used to the long wear given 
by thick soled shoes. Regal adver- 
tised: “It is light in color and 
weight, but it has just as much wear 
as a heavy-weight.” The White 
House called attention to the fact 
that it is “light but staunch.” Hanan 
& Son explained that “its lightness 
in weight and greater coolness makes 
walking more comfortable, and yet 
in no way detracts from its sturdy 
wearing quality.” The medium 
priced stores described the feather- 
weight as “light in color, light in 
weight and light on the purse.” 
Werner’s featured the flexibility of 
the “solite’” model; Hamilton’s their 
“spineless shoes”; Florsheim’s their 
“skeleton lining’; Walkover told 
men that “lightweight footwear 
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takes a heavy weight off their 
mind”; Heim and Son, that it puts 
“young-in-years zest into all feet.” 


PHOTOGRAPHIC layout show- 

ing four models of “summer 
steppers” was one of the publicity 
features. “Fashion Dictates Feather- 
weight Shoes for the Man’s Summer 
Wardrobe” was the caption for the 
illustrated editorial which dominated 
the double truck of advertising. It 
told about the evolution of the 
featherweight, why it is sturdy 
without being heavy in this wise: 

“Boots, boots, boots! 

“The heavy, uncomfortable shoe, 
so wearing and uncomfortable, as de- 
scribed by Kipling in his great poem 
about the plodding British ‘Tommy’ 
is to be abolished. 

“The American 





Syracuse Gets Into the Summerweight 


Game, Too 


The photograph shows H. M. Messenger, advertising manager 
of the A. E. Nettleton Co., presenting Mayor Charles G. Hanna 
with a pair of Nettleton summer-weights. 

was made May 18, on the City Hall Steps. 


The presentation 


man is to be emanci- 
pated from heavy 
footwear for summer. 
Such is the dictum 
that has gone forth 
from the shoe manu- 
facturers and is be- 
ing hailed with joy. 

“Of late years 
there has been a 
trend in this country 
toward the heavy type 
of shoe. While this is 
very desirable for 
winter, in summer it 
is hot and uncomfor- 
table on the feet. 

“So to meet the 
problem, the manv- 
facturers made a rad- 
ical departure and 
have placed upon the 
market the ‘feather- 
weight’ shoe for sum- 
mer wear. 

“We have ‘straw 
hat day,’ they point 
out; when men dis- 
card the heavy felts 
for lighter, cooler and 
more comfortable 
straws. When hot 
weather comes, men 
discard heavy suits 
for lighter and more 
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comfortable garb. But heretofore 
they have gone on through the hot 
season wearing the same heavy shoes 
they have worn throughout the year. 
This has been due to the fact that 


no demand for change ever was 


made. Men were garbed comforta- 
ply and properly down to the feet— 
and there they stopped. 

“A few seasons ago manufacturers, 
awakening to popular demand fer a 
better summer shoe, started experi- 
menting for one that would meet 
the need, cool and comfortable and 
good looking. Out of this was 
evolved the ‘featherweight,’ a radi- 
cal departure in shoe manufactur- 
ing. When originated in the East it 
was hailed with delight by men. 

“And now the local shoe dealers 
are going to observe ‘Summerweight 
Shoe Day’ on May 15, dedicating 
that day to foot 
comfort for men. 

“The summer- 
weight or feather- 
weight shoe is cer- 
tainly as good look- 
ing and as comforta- 
ble as a shoe could 
be. It is light, less 
than half the weight 
of the ordinary 
shoe, yet it has al- 
most as great wear- 
ing strength. This 
is due to its new 
construction. The 
sole has nearly the 
same thickness as 
the heavier type of 
shoe. The weight 
saving is made by 
placing in a thin 
welt instead of the 
usual thick one and 
in beveling the 


off with 


Showing two effective cartoons used by San Francisco merchants 
in putting over their cooperative publicity on the summerweight 
shoe. 


ee 
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“While modeled along the same 
lines, it will give inestimable com- 
fort and relief. Special design has 
been put into them. They are built 
primarily for comfort, but they are 
also built to wear well. 

“But beside the coolness and com- 
fort, the new shoe is going to make 
the American man quite gay in his 
new footwear. New colors and types 
have been designed for this purpose. 
There is the ‘Panama’ shoe, ‘a shoe 
half of leather and half of woven 
reed, quite startling looking at first 
but an exceedingly stunning sport 
wear shoe and one very cool and 
light. Then there are a dozen new 
shades in the new type of shoe, very 
light tans, parchment, cream calf, 
blonde calf, nude calf, all new colors 
that should prove very popular. 

“The summerweight shoe develop- 


57 


success. Some of them have been 
lifted bodily from merchandising 
plans of other retail businesses, but 
it has remained for an Oklahoma 
merchant in Oklahoma City to sell 
footwear on the deferred payment 
plan. 

The store is Renner’s, Inc., and 
Mr. Renner is “up and coming” 
after every dollar’s worth of busi- 
ness he can get. 

Briefly, it is his plan to secure 
the cost of the footwear in the 
down payment and to arrange for 
the balance on a dollar a week 
basis. With wise foresight he has 
not advertised the feature but has 
sold it by telephone solicitation to 
working girls, maids and similar 
folk. The first day the plan was 


.tried there were sixteen sales di- 


rectly traced to the new scheme, 
and since it was an 








Say It with Cartoons 
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experiment at the 
time and this was 
the opening effort, 
Mr. ‘Renner’ was 
well pleased with 
the venture. 

Another “stunt” 
Mr. Renner uses to 
gain good advertis- 
ing is to call up any 
stage _ celebrities 
who are in Okla- 
homa City and offer 
to fit them out with 
a pair of his shoes 
if they will permit 
his using their 
photo in his adver- 
tising. 

Not all of them 
will do this, but 
enough have taken 
advantage of the 
opportunity to make 
selections from his 








edges of the sole, 
cutting weight and 
making for attractive appearance. 

“Three-quarters of a pound have 
been cut from the weight of the 
winter brogues in the new summer- 
weight shoe, saving half a ton of 
energy for every mile walked, some 
mathematical genius has figured. 
The war made a radical change in 
men’s shoe styles. In the service 
men grew accustomed to the heavy, 
broad-toed army shoe. On their re- 
turn to civilian life they demanded 
a shoe along similar lines. Then 
came the change in dress, the wide 
trousers, the loose-fitting clothes 
and these too demanded a heavier 
looking shoe to complete the ensem- 
ble. So the heavy brogue, with its 
thick sole and heavy appearance be- 
came the most popular shoe. Win- 
ter and summer it was worn, ’til the 
new shoe came to give relief. 


ment is a logical outgrowth of the 
‘Better Dressed Man’ movement that 
has spread throughout the country. 
Proper shoes for the proper occasion, 
and a comfortable shoe for every oc- 
casion, is to be the keynote of the 
San Francisco dealers in placing the 
new shoes before the public. New 
York and other Eastern cities have 
accepted the new shoes gladly, and 
San Francisco will undoubtedly fol- 
low suit. 

“Freedom from the heavy shoe 
will bring great relief, greater ease 
and solid comfort for the coming 
summer. Hail the featherweight.” 


Selling Shoes on Deferred 
Payments 


A lot of queer “stunts” have been 
tried in the shoe field with varying 


stock to give him 
some splendid advertising features. 


Rochester Boosts N. S. T. A. 
Insurance 


A. J. McLeod, President of the 
Rochester Association of Traveling 
Shoe Salesmen, is very enthusiastic 
about the N. S. T. A. group insur- 
ance plan. He is successfully selling 
many news memberships in the asso- 
ciation by this means. “Mac,” who 
has retired from the road, resides at 
the Hotel Richford, but “works” at 
the Powers Hotel, where the shoe- 
men display their lines, and sees to 
it that every salesman who is not 
already a member of the National 
“signs up” as a member in the 
Rochester local and as a policy holder 
in this splendid N. S. T. A. group 
insurance. 
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Tanning Industry Shows Great 
Progress in Last Year 





Trade Reviewed at Council’s Spring Meeting 








HE spring meeting of 
the Tanners’ Council 
was an important one. 
It has become a custom well- 
established by usage to hold 
these spring meetings gener- 
ally in the East, the annual 
meeting taking place regular- 
ly in October in the West. Oc- 
curring as it does at a time 
of active general business 
throughout the nation, the 
natural topic for the leather 
interests to consider was 
“How They Fitted Into the 
General Picture” and “What 
Part the Tanning Industry 
was Playing in its Contribu- 
tion to the Material Wealth of 
the Nation.” 

In order to give a_back- 
ground for the _ discussion 
Ernest S. Bradford, who has 
been employed for some time 


Leather Dictionary Coming 


The Joint Committee of Tanners and 
Leather Goods Industries met on May 19 to 
consider the preparation of a dictionary of 
leather terminology which has been under 
consideration for the past eighteen months. 
It was found upon an examination of many 
of the terms now in use that many misnom- 
ers have become established trade terms and 
that the dictionary must, therefore, be very 
carefully drawn in order to not disturb ex- 
isting trade usage and still meet the demand 
on the part of the buying public for a list of 
understandable trade names for designating 
different kinds of leather. 
has outlined a definite plan for the diction- 
ary and it will probably require a number 
of meetings to work out the exact wording 
which will be necessary. In addition to tan- 
ners, leather goods manufacturers and retail- 
ers make up the committee in question. 








under the direction of the 
Trade Survey Committee, 
which is quite a unique committee 
for any industry to have and whose 
duties are exactly what its name 
implies, had made a general survey 
of industrial conditions among the 
major industries, setting forth 
some of their problems and prog- 
ress, and then briefly commenting 
upon a comparison of the leather 
business with these industries 
which he had surveyed. 

Taking the year 1925 as an ex- 
ample, we found that business was 
good, that the volume of shoe sales 
was substantial and up to a five- 
year average, that labor conditions 
were sound, crops had been good, 
outstanding major industries en- 
joyed reasonable profits, and that 
the matter for our chief considera- 
tion was the paucity of profits in all 
branches of the leather business, 
and the reasons therefor. The dis- 
cussion naturally turned upon 
three general topics: Raw material 
markets; operation. and merchan- 
dising, with a sharp realization 
that in common with other major 
industries, there was a substantial 
ever-capacity which could not be 
employed profitably for it was out 





of relation first, to the available 
supplies of raw material, and sec- 
ond, to reasonable consumption. 


R. BRADFORD pointed out 

very plainly that the readjust- 
ment now taking place, shared in by 
many industries, was toward post- 
war price levels, and that we had 
been as a nation operating suffi- 
ciently long since the war to estab- 
lish a new level. The leather busi- 
ness was only one of great indus- 
tries which was busily occupied in 
readjusting itself to the changed 
conditions and its problems were 
by no means more acute than 
others which he named. 

The leather industry must not 
be compared any longer to a man 
blindfolded, wandering around in 
circles, but rather to a navigator 
with all the necessary data before 
him, plotting his course to_a safe 
harbor. The facts which are nec- 
essary for the plotting of that 
course are before every interest. 

The hides and skins,of the world 
must be made into all the leather 
of the world. Our raw material is 
unique in that as a by-product its 


The committee 








supply cannot be controlled. 
Its value as a raw material 
must be governed by its value 
as a finished product, which 
must include a profit to the 
converter. 


URTHER consideration by 

those present was given to 
the fact that during the past 
years the stocks of finished 
leather have been a disturb- 
ing factor which continually 
depressed markets and al- 
lowed no normal profits. These 
super-inventories of finished 
leather have gradually de- 
clined. Speculative transac- 
tions in raw material have 
largely subsided. World mar- 
kets are more stable and the 
operating profit which is the 
necessity of every manufac- 
turer becomes the goal. The 
question of the method of 
merchandising and the need 
of sound business practices, there- 
fore, became the outstanding prob- 
lem for discussion. Representatives 
of each group actively participated 
in this discussion and the note was 
by no means pessimistic but rather 
constructive. 

At no time since the Tanners’ 
Council was organized have its le- 
gitimate purposes. been better 
served than during this past con- 
ference. The representation was 
substantial and the temper was 
serious. The actual figures of nor- 
mal consumption of each class of 
leather for late years was set forth. 
The influence of style as a factor 
was discussed. What happens when 
raw material markets make a value 
for the finished product that in- 
duces the ingenuity of man to de- 
vise substitutes for leather was 
fully examined. Stamp of approval 
of the organization was put upon 
the proposed International Confer- 
ence which is to take place in Lon- 
don the week ending July 10, plans 
for which had been somewhat dis- 
turbed by the menace of the labor 
strike. 

The group meetings had suff- 
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cient time for the discussion of 
vital matters. The federation of 
the various groups into a harmoni- 
ous combination, which at the same 
time gives free play for the deter- 
mination of every interest, whether 
it be those of the cattle hide or calf- 
skin tanner, or the tanner of goat- 
skins, or the fancy leather and 
sheepskin tanner, indicated the wis- 
dom of the men who first organized 
this leather industry into the Tan- 
ners’ Council. 


NOTABLE report was made by 

W. C. Mitchell, chairman of the 
Traffic Committee, who gave in de- 
tail the progress of the case of the 
leather industry before the Inter- 
state Commerce Commission, which 
is probably the most important traf- 
fic case which we will ever have to 
undertake, the amount involved be- 
ing considerably over $1,000,000 a 
year in freight charges, and which 
was exceedingly interesting. 


On Wednesday preceding the con- 
ference several important commit- 
tee meetings were held. 

The Trade Survey Committee had 
a long session at the Harvard Club 
and mapped out a plan for six 
months’ activities, which is compre- 
hensive and thorough. Plain. facts, 
plainly stated, and as few of them 
as may be necessary to accomplish 
the desired result, is their aim. 

The advisory committee of the 
Department of Commerce, of which 
Mr. Milton J. Sloss is chairman, 
met Thursday morning and outlined 
work which the Department of 
Commerce could do during the com- 
ing six months. One of the large 
projects on which the hide and 
leather division is now working is 
that of the foreign trade manual 
for the leather industry. 

Laboratory Committee. The prog- 
ress of the laboratory at the Uni- 
versity of Cincinnati and the grow- 
ing appreciation of its sound and 
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essential work is very marked. For 
some time past on every occasion 
of meeting Professor McLaughlin, 
Director of Research, has reported 
that additional tanners have ex- 
pressed their appreciation and the 
practical results obtained by the 
application of the principles which 
he has laiddown. Avery gratifying 
report was made at the meeting. 


OTH leather and hide interests 

are profiting substantially from 
the facts brought out and there is no 
doubt but what, when the conclusions 
are reached, they will be based upon 
sound principles accepted by both 
interests as to methods of hide and 
skin curing. When it is realized 
that never before in this country 
had such a comprehensive study of 
such a complex problem been made, 
it is not surprising that a reason- 
able length of time must be given 
by both tanners and packers for 
the examination of processes. 





Michael J. O’Brien Dead 


Michael J. O’Brien, one of the 
best known of the veteran shoe 
salesmen of this country, died on 
May 17 at the American Hospital in 
Philadelphia, following an opera- 
tion a few days previously. 

Michael Joseph O’Brien was born 
in St. Paul, Minn., Nov. 8, 1863. At 
the age of 21 he opened a haber- 
dashery shop in St. Paul and in 
1891 entered the shoe business, 
where remained until his death. 
During his career as a shoe man he 
represented the firms of Moore- 


Shafer, Brockport, N. Y.; Endicott- 
Johnson Company, Johnson City, 
N. Y.; Hanan & Son, Brooklyn; 
Straub-Stritter, Lynn, Mass.; Val 
Duttenhofer Company, Cincinnati; 
the Holters Company, also of Cin- 
cinnati, and for the last five years 
had been the sole representative of 
the A. Ridgway & Son Company, 
Delanco, N. J. 

Mr. O’Brien is survived by his 
widow and one daughter, Mrs. T. D. 
Osborne of Rockford, IIl., and one 
grandson, Thomas D’Arcy Osborne, 
III. 

All funeral arrangements were 


made by the Fourth Degree, 
Knights of Columbus, of which or- 
ganization Mr. O’Brien had been 
an active member for many years, 
being a member of New York Coun- 
cil 124, at Merchantville, N. J., 
where he had made his home for the 
past three years. He was buried in 
Calvary Cemetery, Merchantville, 
on Friday, May 21. 

His genial and pleasing person- 
ality was well known throughout 
the shoe trade and visitors to New 
York in recent years have made it 
a point to drop into his office in the 
Marbridge Building to greet him. 








Attractive Spring Display at Fyfe’s 


HE photograph reproduced of a 

recent window of R. H. Fyfe & 
Co., Detroit, Mich., is a splendid ex- 
ample of attractive shoe display. 
The footwear included in the display 
comes entirely from the fourth floor 
high grade department of this store. 
The accessories used in the display 
are in accord with the high char- 
acter of the footwear. 

At one of the rear corners will 
be seen a floor lamp with a hand- 
some silk shade. At the other side 
of the display a vase of cherry blos- 
soms adds a cheery spring atmo- 
sphere to the display. In the fore- 
ground silk pillows are used to dis- 
play fixtures. The “throws” on the 
tables and plateaus are of satin with 
brocaded centers. 

The color scheme of the display is 
light green. The lamp shade, the 
table covers, the pillows, the floor 
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Making the Style Show a Real 


Business Builder 


For this occasion change the ap- 
pearance of your store inside as 
much as possible. 

Arrange a scheme of decorations 
which will produce a setting that 
will give your store the atmosphere 
and feeling of the season. 

Set up a platform eight or ten 
feet square and raised some three 
or four feet from the floor, so that 
the model can pose in full view of the 
entire audience. 

If the arrangement of the furni- 
ture in your store permits, place 
chairs in groups, so that the model 
can walk about among them on the 
floor where guests may have a good 
close-up view. 

If for any reason chairs cannot be 
arranged in this way, build a run- 
way about three or three and a half 
feet high, extending from the plat- 
form out into the audience. 

Employ a competent model. © Im- 
port one if there is no professional 
model in your community. One may 
be had from Boston, New York, 
Philadelphia, Chicago, St. Louis, San 
Francisco or your nearest large city, 
at a cost of something like $100 a 
day plus expenses. 

The chief advantage in securing 
a professional model is that she 
knows exactly how to do it. 

Another advantage is in the fact 
that she will furnish her own cos- 
tumes. This takes care of the some- 
times puzzling question of where to 
get frocks and millinery appropriate 
for wear with different types of 
shoes. 

If local girls, rather than a pro- 
fessional, are secured as models, 
be sure they are well instructed and 
trained in how to walk and stand 
correctly and gracefully. On this 
job grace and charm in the model 
are of the greatest importance. 

To costume local models you may 
find it possible to arrange with a 
friendly department store or apparel 
shop to loan suitable frocks and hats 
to meet the requirements of the 
event. 

Select for wear by the model shoes 
that typify the height of fashion 
correctness, that have noticeable 
beauty and charm in design, mate- 
rial and coloring, and that exhibit 
the extent and the variety of stock 
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from which your customers may 
make a pleasing selection of styles 
appropriate for all occasions. 

Arrange to throw the spotlight on 
the model as she poses and moves 
about. 

Introduce the features of the foot- 
wear to the guests, either by descrip: 
tions on the printed program, or by 
oral comment as the model presents 
each new style. 

Strive to make the occasion a 
pleasurable one to every guest by in- 
troducing music and special enter- 
tainment features into the program, 
and by offering every possible ser- 
vice that will please visitors and 
make them comfortable. 

Do not do any selling and cease 
all store work in the department dur- 
ing the progress of the show. As- 
sign to every person in the store a 


definite thing to do, to make guests 
feel at home and make their visits 
enjoyable. 

Be sure store windows and inside 
cases are attractively trimmed, and 
that they display the same styles as 
the model wears. 

Arrange with the newspapers to 
write up the story of your show and 
run it on the following day in the 
local news columns. 

If your store is too small, or if 
your equipment and furnishings are 
not suitable arranged to permit you 
to stage a Shoe Style Show in your 
store, you can hire a theater audito. 
rium or a hall, and put on the Show 
outside your store. Some stores 
which holds style shows plan to put 
on the first exhibition in the store 
and the second in a public building 
such as a theater. 





H. F. Taylor with Inter- 
national 


H. F. Taylor has associated him- 
self with the International Shoe Co. 
On June 1 Mr. Taylor will become 
general manager of Shoe Specialty 
Mfg. Co., an International branch, 
which produces ladies’ high grade 
McKays. 


at Book-Cadillac 
Hotel 


A. F. Gardiner, who for many 
years was a favorite with the boys 
on the road and the shoe trade in 
general as chief clerk at the United 
States Hotel, Boston, is now just as 
big a favorite with the shoe trade 
in his new position as chief clerk 
at the Book-Cadillac Hotel, Detroit, 
Mich. 

Mr. Gardiner is succeeded at the 
United States by the popular Ellis 
Lindsay, formerly with the Drake 
Hotel, Chicago, and before that with 
the Copley Plaza Hotel, Boston. 


New Shoe Stores © 


E. T. Smith, Dunlap, Tenn., shoe 
department. 
~.Grant Kerr, Clinton, Okla. 
Clarendon Mercantile Co., Claren- 
don, Ark., shoe department. 


Gardiner 


Buying for Complete Turn 
Every 45 Days 
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have a distinct bearing on the suc- 
cess of this venture. Retail prices 
are not determined by the cost of 
the merchandise. They are figured 
on what a shoe will bring. A bad 
pattern is sold at once, regardless 
of the cost. An exceptionally good 
one is marked for all the traffic will 
bear. We try to get a reasonable av- 
erage per cent of profit. 

“The second feature required con- 
siderable working out before it was 
finally developed. It is that of an 
almost perfect workable size buying 
schedule. I have found for this lit- 
tle store that it is best to buy shoes 
in 120 pair lots, or if they are not 
bought in that number, they are 
bought in that ratio to the master 
size sheet. This does not mean that 
every pattern is bought in 120 pairs 
by any means. It does mean, how- 
ever, -that if five styles are bought 
of twenty-four pairs each, the total 
sizes will correspond to this sched- 
ule. 

“With a small stock of novelty 
shoes, comparatively few sales are 
missed, as customers can be switched 
from one pattern to another.” 
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Fine Grain 
High Lustre Black 
Footwear 


is always in good demand. 

Kaffor Kid is of light but sturdy weight. 
It has exceptionally fine appearance and 
comfort in wear, It retains its shape. It 
is non-scuffing. It wears. It takes and 
holds a finish. 

Its finish and fine grain features make it the 


in whole or with reptilian leather trims. 
Kaffor Kid makes possible a high grade shoe 
at a reasonable price. 


Ask your manufacturer to show you how 
fine some of the new styles look with Kaffor 





Kid for the background. 
Our booklet “The Story of Leather” will be 


another recommendation for 


Fasfor Ka 


The Sdeal Calf leather 





NEW YORK OFFICE 
319 SEVENTH AVE 


ideal calf leather for smart footwear, either - 


Kere Day Goe0s) Co, |nuc. 


OKLAHOMA City. OKLA. 
October 1925 


Ohio Leather Co. 
Girard, Ohio. 


Gent lemen: 


It may be of interest to you to know that we use a lot 
of Kaffor Kid in our high grade Brocklyn line. Some of 
our best sellin stvles are made of all Kaffor Kid, and 
one or two others in combination with “affor Kid es trim. 


Since it is our desire’to serve our customers in fll 
measure with quality, comfort and style, we have found 
that your leather cives us a splendid merchandising value, 
for satisfied customers mean their continued patronage 
ami their good will expressed in sending other customers 
to our shoe department . 


A eturdy calf leather like Kaffor Kid, having the character- 
istics of Kid anid Kangaroo, plus its fine texture finish 


gives both a quality and style value to well made footwear 


sent you on request—also sample cuttings and these elements have been well expressed by the shoe mm- 








of Kaffor Kid. Seunes eutag w- 
Wishi contimed success in produci uality leather, 
Mr. Aldrich, nfanager and buy- we we - ¥ me ; 
_ er says: Very truly yours 
o “This department started fif- - z= 
prices teen years ago with a seating ; 
st of capacity of eight chairs and has a a Oe 
gured expanded to where we are 
. bad obliged to have a seating capac- 
ity of about 86 chairs. We have 
rdless fourteen to sixteen people 
good working in the shoe department 
ic will and have practically doubled 
sle av- our business in the last two 
years. 
“Our floor space in our depart- 
d con- ment is about 100 x 40 feet and 


L. D. ALDRICH 


t was has ten full length French Manager-Buyer 
0 


of al misnee — combination the 

é mirrored back displays with a Shoe Department 
uy ing slanting foot mirror under- KERR wd GOODS 
\is lit- neath.” 


OKLAHOMA CITY, 


shoes BE te a 


mac al 
| The OHIO LEATHER COMP. 
"pas GIRARD~QOHIO > 


ene (his és <4 Be Calf Year | 
“4%, Nationally Endorsed 
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ELL Keds for camping! MOCCASIN 
Here are four Keds younger 
styles exactly suited to the 
needs of boy and girl camp- 
ers—just the shoes they 
want and will come to your 


store to buy. 


Through leading juvenile 
publications Keds advertis- | ROYAL TREAD 
ing reaches millions of boys 
and girls. Those in your 
neighborhood know Keds 
and want Keds. Bring them 
to your store—build up your 
summer profits—by carry- 
ing a line of strong, service- 
able Keds for camping. 








United States Rubber Company 





REG. U.S. PAT. OFF. 
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More Rubber Boots Sell Through 
the Sports Appeal 


Try a Special Trim for the Fisherman 


ice-freed lakes and rivers in 

various sections of the country 
will be the haunts of a large number 
of the men of means of your com- 
munity, who are “out of town for a 
few days on business,” or who have 
given notice to their friends that 
they are off on a fishing expedition 
of a fortnight or more far away 
from the cares and worries of trade 
and social activities. This class of 
customers will be attracted to the 
shoe store which appeals to them 
through a_ specialized display of 
footwear protection—the rubber 
boot. 


f= the next few weeks, the 


OT only the men may be 

“talked to” through a rubber 
boot window, but the boys, the. girls, 
and mother too, whom “Dad” often 
takes with him to some of the nu- 
merous high-grade camps which are 
equipped with every comfort, so that 
one may “rough it” in the open or 
take life more tamely on the inside. 


HETHER it is due to the fact 

that the wilderness does not 
now seem difficult to “conquer” be- 
cause these camps are equipped so 
attractively, or whether this gen- 
eration has become educated to the 
health-giving benefits of spending as 
much time as possible in the woods 
and fields, the sport of fishing has 
now grown to such heights of popu- 
larity that some of the “old timers” 
are oft overheard complaining: 


8° many people are coming here 


now that they have _ spoiled 
things,” recently said an octoge- 
narian of Boston, who has not 
missed a season at Rangeley for the 
last fifty years. “I remember when 
very few men, and absolutely no 
women or children, could stand the 
rigors of living in the Maine woods 
during the spring fishing season.” 


LL members of the family may 

now indulge in the sport of fish- 
ing, just as they all may go swim- 
ming. Not every one of your cus- 
tomers can play baseball or tennis; 
more can play golf, but all can, with- 
out injury to their health, either fish 


or swim, and in order to engage in 
either of these sports with the right 
zest, folks must be properly shod. 


NOTHER happy selling thought 

is that rubber boots may be sold 
for fishing, not only in the spring, 
but right through the summer for 
deep sea fishing excursions or gen- 
eral vacation equipment. Rubber 
boots should be a part of the foot- 
wear wardrobe of every man, for if 
he does not want them for the sport 
of fishing in the spring or summer 


A trouting boot for the fisherman, 
made on a special sportsmen’s 
last. Presented through the cour- 
tesy of Hood Rubber Products Co. 


he surely needs them for utilitarian 
purposes during the snows and slush 
of the winter months. 


O stimulate the sale of fishing 

boots, the retail shoe merchant 
without any offense to even the 
strictly professional fisherman, who 
more, perhaps, than any other class 
of sportsman, likes to pick out his 
own “kit,” can offer a bait box with 
every pair of rubber boots pur- 
chased. Every fisherman uses a 
bait box. Bait boxes may be pur- 
chased in bulk at any hardware 
store for not more than five to seven 
cents apiece. A permanent reminder 
that the store is fishing boot head- 
quarters may be given by printing 
the name of the store on either side 
of the box. 


ERE is a selling stunt which 

might be used to sell more pairs 
of girls’ tennis shoes: To every 
blond haired schoolgirl who calls 
at your store at an appointed hour 
on an appointed day, who says that 
she has read your ad on tennis shoes 
and who is fitted to a pair, an eye 
shade or visor, with the store name 
printed thereon, could be presented. 
These eye shades may be purchased 
at any five or ten cent store. They 
make the wearers look quite profes- 
sional. Eyery girl tennis player 
knows that the famous _ tennis 
“champ,” Helen Wills, started 
the fashion on the Riviera. And 
while she used them for protection 
against the dazzling rays of the sun 
on the gleaming white courts, her 
admirers in less sunny climes have 
followed suit. The local high school 
girls in a town will doubtless re- 
spond well to this “Helen Wills” 
eye shade-tennis shoe selling ap- 
peal. These visors may be pre- 
sented to the young women simul- 
taneously and the stunt should be 
well advertised, with the fact em- 
phasized that Helen Wills wears an 
eye shade when she plays tennis. 


Hood Rubber Men Win 


Promotion 


St. Louvis—J. S. Barrie, for the 
past two years manager of the St. 
Louis branch of the Hood Rubber 
Products Co., has been appointed 
district manager, succeeding the 
late W. C. Springer. W. C. Hippesley, 
formerly credit manager, has been 
appointed St. Louis branch manager. 
Both Mr. Barrie and Mr. Hippesley 
are well known and have a host of 
friends among the shoe trade in this 
territory. 

Mr. Barrie reports a considerable 
gain in sales for the St. Louis 
branch the past month, in spite of 
adverse weather. As district man- 
ager he will have under his super- 
vision Kansas City, Dallas, New 
Orleans, Memphis and Charlotte, 
N.C. 
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Men’s 54 00 Retailers $2.80 


Jersey City, N. J. 


“MAIN STREET” LINE 


All Solid Leather. Uppers of 
First Quality Small Kips 


Fine style. Up-to-the-minute patterns. 
Leather such as you usually find only in 
shoes of higher price range. Workmanship 
such as comes only from workers directly 
interested in every pair of shoes they make. 


Here’s VALUE for you! And value for 
your customers! It’s in the Endicott-John- 


son “MAIN STREET” Line. The only 
line in this price range, cut from genuine 
small kips, that retailers can buy from stock 
for immediate delivery. 


No. X-7552—Blucher .Oxford out of 
Canary Color Kips. Diamond brass eyelets ; 
soft box toe; wing tip; nobby perforations ; 
rubber heels ; Balloon last. C and D widths ; 
gg gt. ee BD FR 


Sample cases or pairs sent on order. 


ENDICOTT- JOHNSON 


Makers of popular-price dress shoes for men 


ENDICOTT, N. Y. 


Complete stocks carried in warehouses in the above cities to make quick deliveries 


When writing to advertisers please mention Boot anv SHor RecorpEr 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 

















Shoe Efficiency and Back- 
ground Necessary 


T. Paul Tankersley, the Baltimore 
and field representative of the 
Dixon-Bartlett Co., said recently: 
“The shoe business, from my point 
of view, is more encouraging today 
than it has been for some seasons. 
Efficiency and background are play- 
ing a far more important part than 
at any time in the past 15 years. 
The manufacturing and retailing 
establishments that have ‘put their 
houses in order’ to meet the new 
conditions of the shoe industry are 
the ones who are enjoying a satis- 
factory business, and in my judg- 
ment will continue to do so. 


T. Paul Tankersley, the Baltimore 
and field representative of Dixon- 
Bartlett Co. 


“The style element has given us 
most of our concern; the merchants 
who have been developing this busi- 
ness without much thought to the 
more conservative lines of footwear 
— to have the most difficult posi- 
ion. 

“Merchants who have built their 
organizations on dependable footwear 
and real values, and who have con- 
tinued to do so in greater proportion 
in recent seasons, seem to be mak- 
their position stronger all the 
Ime, 


“Forever more we will continue 
to make and sell ‘pretty shoes, made 
of pretty leathers,’ but the merchant 
who overlooks developing a _back- 
ground of shoes made of basic 
leathers and values will be in sadder 
plight when the rainy day comes. 


“The Customer Is King” 


“We all need customers. The word 
‘customer’ is still the most important 
in our business. If we do not de- 
velop our lines around trade-build- 
ing and customer-retaining foot- 
wear, we cannot expect to go on in 
these times, when efficiency in opera- 
tion and enviable reputation for in- 
trinsic value count so much. 

“There is greater cooperative 
work being done today between 
those shoe manufacturers and re- 


H. L. (Pete) Ware, who covers 

the volume trade of Detroit and 

the East for the F. Mayer Boot 
& Shoe Co. of Milwaukee 


tail merchants who understand 
each other than ever before. By 
this cooperation we are going to 
bring about good trading conditions. 


Pete Ware with F. Mayer 


H. L. (“Pete”) Ware, well known 
in the shoe trade and formerly with 
Johansen Bros. Shoe Co. of St. 
Louis, is now covering the volume 
shoe trade of Detroit and the East 
for the F. Mayer Boot & Shoe Co. 
of Milwaukee. Mr. Ware spent some 


time at the factory prior to taking 
this trip, assisting in the designing 
of a new line of turns, welts and 
Littleway process McKays for the 
big buyers in his territory. 


Otto Covers Wisconsin 
for Portage 


Otto Luecke, better known to the 
trade throughout Wisconsin as 
“Otto,” has for several years suc- 
cessfully sold the Portage Shoe Co.’s 
line of young men’s shoes in the 
northern half of Wisconsin. His 
good work has recently won him pro- 
motion and he now has jurisdiction 
over all of the Badger State. 

“Otto” faithfully and sincerely 
tries to serve the interests of his 


Utto Luecke, who covers au of 
Wisconsin for the Portage Shoe 
Mfg. Co. 


trade. Honest dealings and hard 
work are helping him establish a 
strong following of loyal, well wish- 
ing merchants. 


Headed for South and Coast 


Charles W. Evans of Chicago, 
president of the N. S. T. A., is now 
on a trip to the South, including 
Texas, for La Valle & Lo Presti. 
He also plans to attend the conven- 
tion of the Pacific Coast Shoe Trav- 
elers’ Association to be held in San 
Francisco June 7-9. 
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Supreme in 


oo aa Shoes! made of F..B. ¢&? C. Glazed Kid 
EB&C. reflect the elusive charm that quiet 


Colors to meet the made elegafice gives. 
No. 26 ee ad = af : ae 
No. 40 Parchment The colors invariably meet the mode 


No. 158 Sauterne ‘ - 
No. 164 Blondine of the moment. Our Paris connections 
‘0. 25: ramel 


mag = fee afford unrivaled facilities for keeping 


No. 19 Rugby Tan. in close touch with style changes. 
No. 163 Blue Royale F. B. & C. Glazed Kid in white and 


No. 81 F. B.& : . : 
bi eae dee .colors is now being strongly featured 


“ye in the ultra-modish shops of America. 


AMALGAMATED LEATHER COS. INc. 


319 Arch Street, Philadelphia Factories: Wilmington, Del. 


Made by MASTER Lu) pol C24" TSMEN 


AF 
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S. C. Koch, who covers Iowa, 
Northern Illinois, Wisconsin, Min- 
nesota, North and South Dakota 
for the Johansen Bros. Shoe Co. 


Koch with Johansen Bros. 


Shoe Co. 


S. C. Koch, formerly connected 
with Chas. K. Fox, Inc., and more 
recently with the Krippendorf Ditt- 
mann Shoe Co., now represents the 
Johansen Bros. Shoe Co. Mr. Koch 
will cover Iowa, Northern Illinois, 
Wisconsin, Minnesota, North and 
South Dakota. 

He recently left for his territery 
“with a new line of fast selling nov- 
elty footwear in both turns and Mc- 
Kays,” he says. Mr. Koch is en- 
thusiastic over his new line. 


“Convention”’ Jones Off for 
Frisco 


Buford H. Jones, vice-president of 
the Thomson-Crooker Shoe Co., who 
says that despite his executive duties 
he is first, last and always a shoe 
traveler and trade convention 
booster, left Boston recently to at- 
tend the California Shoe Retailers’ 
Association convention at San Fran- 
cisco, June 7-9. He will represent 
the New England Shoe and Leather 
Association on this occasion and will 
tell the Golden Gate folks all about 
the Boston Shoe and Leather Fair, 
July 6-8. 

He will also represent the Boston 
Shoe Travelers’ Association at the 
annual meeting of the California 
boys held during the time that the 
California merchants meet. 


George R. Holst now represents 
Morse & Rogers Co., New York, in 
Detroit and surrounding territory 
with sample rooms at 401 Lafayette 
Building, Detroit. 
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Martin Lopen with Diamond 


Martin Lopen, with office at Room 
415 Blackstone Building, 345 Fifth 
Avenue, Pittsburgh, Pa., covers 
Pittsburgh, Western Pennsylvania 
and West Virginia for the Diamond 
Shoe Co. 











Martin Lopen, Room 
415 Blackstone Build- 
ing, 345 Fifth Avenue, 
Pittsburgh. He covers 
Pittsburgh, Western 
Pennsylvania and West 
Virginia for the Dia- 
mond Shoe Co. 


Lopen formerly traveled Phila- 
delphia for this house and has done 
so well there that it was decided to 
give him a territory all by himself in 
Pittsburgh when the opportunity 
came up about two years ago. 

Lopen has been with the Diamond 
Shoe Co. for several years back; he 
knows the line and knows where to 
place the shoes. 


Newhall with A. M. 
Creighton 


Frank B. Newhall, formerly with 
Williams, Clark & Co., now repre- 
sents the house of A. M. Creighton 
in Maine, New Hampshire and Ver- 
mont. 
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Dee Holder an Edmonds 
“Ver’’ 


Dee Holder, who has represented 
Edmonds Shoe Co. of Milwaukee 
ever since this house “opened its 
doors” for business, may be classi- 
fied as an Edmonds “Vet.” He 
covers Oklahoma for the Edmonds 
folks, with permanent address at the 
Lee Huckins Hotel, Oklahoma City. 

Dee Holder has often ranked first, 
and during the latter part of April, 
even with a mild winter, large re- 
tail stocks and hand-to-mouth buy- 
ing behind him, Dee was second 
man on the Edmonds Shoe Co.’s 
salesforce of business “go-getters.” 

He writes that, “God willing, he is 
going to finish ahead.” He modestly 
adds: “I am not a salesman. My 
success is due to constant hard work, 
sincerity of purpose and honesty.” 

He says that crops in his territory 
now look favorable and, with a con- 
tinuation of this condition and with 
the unloading of present stocks, he 
anticipates buying on men’s shoes 
to start in good volume not later 
than the middle of August. 


Roy Schneider with 
Sherwood 


‘Roy Schneider, formerly with 
John Kelly, Inc., has joined the 
salesforce of the Sherwood Shoe Co. 
Mr. Schneider covers New York 
State and New England for this 
house. This was the territory he 
formerly covered for his old concern. 
His many friends in that section will] 
be glad to see that Roy is “on the 
job” again. 


John F. Travers, president of 

The, John F. Travers Shoe Co., 

Boston. He covers the retail shoe 

trade in we faa and New 
or 





68 BOOT AND SHOE RECORDER May 29, 1926 


CERES EEMYDEEMYD EMER CEM EES CED EH EEK DCE 


APPRECIATION FROM A GREAT STORE 


PARIS 
S AVE CE MeTz 


BSALTIMORE 
THE HUB 


LONDON 


NEW YORK 
169/173 REGENT STREET, WA 


1130 BROADWAY 


THE HECHT Co. 


WASHINGTON,D.C. 


May 7, 1926. 


Boot & Shoe Recorder Publishing Co., 
207 South Street, 
Boston, Massachusetts. 


Gentlemen: Attn: Mr. Geo. W. R. Hill, 
Vice President. 


We have your letter of May 5th in reply to 
ours of April 29th and wish to both thank 
and commend your research work and prompt- 
ness in furnishing us information desired 
which is very conclusive. 


Service such as yours is highly appreciated 
by us and is not only invaluable to all 
merchants desiring information, but also a 
credit to your publication and those direct- 
ing its destinies. 


Assuring you of our appreciation of your 
service and with kindest personal regards 
from the writer, we are, 

Very traly yours, 

THE HECHT CO. 


By WS anon! 


H. J. Kamerow, Buyer, 
Juvenile Shoe Shop. 
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Give Your Customers more 
by Getting more in 


WEYENBERG 
SHOES 


No. 5080 
Barnet’s Florida Calf; Calf $ 3 .85 
Sd 











Lined Quarter; Blind Eye- 
lets. No. §380Black of 5080. 





All Numbers in Stockin 
Cand D Widths 





No. 5780 


Black Calf; Calf Lined 85 
Quarter; Flat Black Eye- $3: 
lets; Braided Laces. 


No. 5680 Barnet’s Florida Tan 
of No. 5780. Flat Brown Eyelets. 









> 





Size up your stock Now! Send in your 
mail order today for these fast-selling styles 








No. 9280 


Armour’s Miami Kip; Flat O 
Brass Eyelets; No. 9480 $3 4 
Black of No. 9280. | 






lcd 
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WEYENBERG SHOE MFG.CO. 


MILWAUKEE,WISCONSIN 
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for Style Hits 


No. 6180 
S 3-40 Santan, The New Spring 
Shade; Jewel Eyelets; 
. oT Braided Laces: 


All Numbers in Stockin 
Cand D Widths 


No. 4283 
Barnet’s Florida Calf; Calf 
$3 - Lined Quarter; Blind Eye- 


” lets; Leather Heel. 


Size up your stock Now! Send in your 
mail order today for these fast-selling styles 





No. 9680 


$3.40 Armour’s Miami Kip; 
Jewel Eyelets; Braided 


Laces. 


WEYENBERG SHOE MFG.CO. 


MILWAUKEE,WISCONSIN 
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White Shoes Moving in Normal 


Manner in Most Centers 


Men’s Trade Also Improves 


Whites Moving 


Unless current indications fail, 
New York shoe retailers will enjoy 
the best white season they have had 
in years. Reports from Fifth Ave- 
nue houses, such as J. & J. Slater, 
Saks-Fifth Avenue and others, show 
whites beginning to move in gener- 
ous quantities, with the demand cen- 
tered on all whites, both kid and 
fabric. White trimmed with imita- 
tion reptile in white is not given 
much consideration, because, it is 
explained, the imitation reptile turns 
yellow when subjected to cleansing 
fluids. Along Thirty-fourth Street 
white has not yet begun to move 
with anything like the rapidity that 
it has on Fifth and Madison Ave- 
nues, but the merchants in the mid- 
town section are not at all discour- 
aged at the outlook. They feel that 
a strong white season is an assured 
fact. 

Colored Kid Good 


Most merchants here assert that 
parchment and similar shades in kid 
is still one of the best sellers. Some 
place it first in the list. Others say 
that patent is the big volume seller. 
There is no dodging the fact that 
patent is running heavier than ex- 
pected and is increasing in strength 
daily, particularly patent trimmed 
with reptilian leathers. Satin is 
fairly well down on the list, but 
some find that it is going better and 
many give it a more prominent posi- 
tion in fall selling. Gray has waned 
in popularity, but a large volume of 
gray shoes was sold earlier in the 
spring and most merchants are sat- 
isfied with their business on this 
shade. Not many, however, are 
placing any reorders on gray at 
present. 

Combinations in Demand 

In patterns, combination shoes are 
by all odds the leaders. Straps ap- 
parently still predominate, with 
fancy cut-out and tongueless oxfords 
showing greater strength all the 
time. 

Blacks and Summer Weights 


In men’s shoes the features are 
the increasing demand for summer 


weight shoes, although the higher 
grade dealers are doing less with 
them than the medium and cheaper 
stores, and the big demand for 
blacks at this time of the year. A 
survey of the situation shows that 
most dealers are selling tans and 
blacks in about equal proportions, a 
situation that is extraordinary for 
this time of the year. Sport shoes 
are selling better than ever. 


Retail Association Meets 


The monthly meeting of the Retail 
Shoe Dealers’ Association of New 
York, held at the Cafe Boulevard on 
May 20, was devoted largely to a 
discussion of current styles and 
pending legislation in New York 








Shoes and Hats to Match 


It is but one step from the 
matching of shoes and hand- 
bags to the matching of shoes 
and millinery. The I. Miller 
Fifth: Avenue store, this week 
showed a window of hats and 
shoes to match. The slippers 








and hats were shown in 
“Strawknit” and Raffia, the 
Strawknit slippers selling at 
$16.50 and the Raffia at $28.50. 








State which may adversely affect 
the shoe trade. Plans were made 
for the secretary to inform the mem- 
bership of this pending legislation— 
two bills are still before the Legis- 
lature providing for the licensing of 
any salesperson selling foot ap- 
pliances of any kind—and to obtain 
the reaction of individual members, 
so that a plan of action can be de- 
termined upon at the State Shoe Re- 
tailers’ convention, which will be 
held in September. 

The current style survey was made 
in the interests of the National Shoe 
Retailers’ Association. 

There was some discussion regard- 
ing the formation of a union among 
the shoe clerks in the Bronx. 

Capt. Edward Perlberg, president 
of the association, presided at the 
meeting, which was a luncheon affair 
interspersed with entertainment fur- 


nished by several vaudeville per- 
formers under the auspices of Tom 
Cooper. 


Cohen and Michaels Going to 
Europe 


Eddie Cohen, genial manager and 
buyer of the women’s shoe depart- 
ments at Saks-Fifth Avenue, and 
Joe Michaels, who occupies the 
same position at Saks-Herald 
Square, are sailing for Europe the 
first week in June to absorb some 
style atmosphere. They expect to 
be gone several weeks and will visit 
Paris and other European fashion 
centers before returning. 











BOSTON 














Color Rules the Mode 


The shoe windows of Boston 
flash forth a footwear style mes- 
sage in color. Even on a white 
shoe, one finds a dash of blue, pink, 
green, black, or gold, sometimes 
emphasized by a broad strap, with 
buckle fastening—sometimes by a 
more delicate trim. In black and 
the brown shades, it is difficult to 
tell which is the main part of the 
shoe—the trim of color or reptile 
leather or the black or brown 
vamp or quarter. 

Solid fancy colors, such as a 
rose, or green, or embossed calf in 
blue, or pink one straps, with fancy 
19/8 heel were recently noted at 
the Henry H. Tuttle Co.’s. 


A White Window 


The E..W. Burt Co. trimmed one 
of its windows on West Street in 
white shoes on green grass rugs, 
with a large shower bouquet of 
pale yellow flowers, placed high on 
a table in the background. Among 
the new shoes were white buck, 
with bellows tongues and saddles 
of powder blue, or rose plaids. A 
four-button “Melba” pattern in 
white with cut-outs in graduated 
strap effect from toe to top and 
14/8 Cuban heel, was another new 
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Whites—Parchments 
—Satins—Patents 
Reptilian Effects 


IN STOCK 


“Thora” yw BS68 White Kid 
BS78 White Kid 8570 Patent .....-- 
BS69 Black Satin 


“Gila” rf 
Special Process 
B532 Ivory 


“Eubar” RULE BS80 White Calf 
B579 White Calf ; as EERE ces 
8540 Patent re Ce Re % BS82 Parchment Calf. . 


BS48 Black Satin 


Spec 
BS36 Ivory Mottled 
Lizard 


4 75 
“abe 
“A Ithea” 


R ; Re . Goodyear Welt—Covered Heel 
BS30 Patent $4. MEK - ‘ 
BS28 White Calf : Pees SF pa iu rato 


“Suzanne” 
Goodyear Welt 
B562 Blond Suede Snake 
—Sauterne Snake 
trim 





SIZES AND WIDTHS 
AA..4%-8 A..4-8 B..3%-8 C..3-8 











“Amazon” “Clare” 


oss prone» ‘The MENIHAN COMPANY 2:1 restore 00 


ase 2a ri eg 8 SHOEMAKERS FOR WOMEN B573 Black Satin 
os... 6 Rochester, N. Y., U. S. A. pe Kis 








5 ce: 612 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
New York Omics: QOrLaAne 4s ‘iH. 8. KUSHINS stg 
Mice: Majestic Hotel Los Angeles Office: 107 East 8 o 
Colca ee as SATER *E. M. HOLLANDER ** 





Makers of Menthan Arch-Atd Shoe 
Write for Agency Proposition 
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number. Robert E. Lee, who for- 
merly sold shoes on the road for 
Chas. E. Peck of Worcester, is the 
window trimmer. 


Shoes for the Occasion Cases 


A. J. Leary, men’s shoe buyer for 
Thayer McNeil Co., has been fea- 
turing “Men’s Shoes for the Occa- 
sion” cases. An attractive display 
card further carried out the idea. 
This card showed what the well 
dressed man should wear from top 
to toe, for dress and sport. Two 
sport shoes, one with red ribbed 
rubber sole, and the other with 
crépe rubber sole, with hosiery to 
correspond, in the one case and two 
evening dress shoes, one of light 
weight black gun metal calf, and 
the other of patent leather, with 
black silk white clocked, or of 
changeable black and gray silk 
hosiery, to correspond, was effec- 
tive. A special boys’ footwear case 
was also featured. 


Wins Through His Windows 


Harold Patterson is a young man 
in his early twenties, who started 
at Thayer McNeil Co’s. Temple 


Place, West Street store, as a stock 
boy and after a course in window 
trimming of several years, under 
the direction of Percy E. Thayer, 


expert retail shoe salesman, window 
trimmer and chairman of the edu- 


. cational committee of the Boston 


Retail Shoe Salesmen’s Association, 
now trims both the men’s and 
children’s windows at this store, 
while Mr. Thayer trims the wom- 
en’s shoe windows. 

Young Mr. Patterson is the re- 
cipient of many compliments on his 
windows. Between-times, he sells 
children’s shoes on the third floor, 
over which Henry Dahl presides as 
buyer. And Mr. Dahl says that one 
of the chief factors for the very 
nice business which the little folks’ 
footwear department of Thayer 
McNeil Co. has enjoyed this season 
is due to the effective windows 
which Mr. Patterson has arranged. 


A “Birthday” Shoe Sale 


Charles C. Ferrers, buyer at Ho- 
vey’s shoe department is to devote 
the first week of June to a big shoe 
sale. He has been in New York the 
past week, selecting his stock for 
this event. This will commemorate 
the first birthday of the Hovey 
store under the Jordan Marsh Co. 
régime. 


Queen Quality May Festival 


The Queen Quality and Dorothy 
Dodd retail shoe store executives 
and employees recently held a May 
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The smart Brownwood Boot Shop, operated by Dave Kobleis and 
Celian Parcons in Brownwood, Texas 


Festival in the large ballroom, just 
over the Queen Quality store on 
Tremont Street. It was the idea 
of Manager Frank W. Whiteley, 
who with the committee, “put over” 
the affair so successfully that it 
will be repeated in the near future. 

The Festival Committee consist- 
ed of Manager Frank W. Whiteley, 
Assistant Manager Frank J. Well- 
ing, W. M. Clifford, Mrs. Catherine 
Palmer, Mrs. Mary Carroll and 
Misses Ruth Seaver, Agnes Nolan, 
Marguerite Lewis and Inez Shep- 
pard. 

J. L. Stockbridge, manager of the 
Eastern chain of retail shoe stores, 
and other factory executives were 
present. One of the cashiers, Miss 
Inez Sheppard, won the prize as 
the best waltzer; her partner was 
Salesman A. H. Desjardine, for- 
merly of the I. H. Morse Shoe 
Store, New Bedford, Mass.; Porter 
J. A. Greene won the prize for the 
Charleston. A talk on “Happiness 
Through Cooperation” was given 
by Helen M. Haney, Associate Edi- 
tor of the Boot AND SHOE RECORDER. 


A. Pierce Green is Dead 


A. Pierce Green, a retired leather 
man, for many years actively con- 
nected with the trade of New Eng- 
land, died at his home in Weston, 
Massachusetts, after a long illness. 
He was about 86 years of age. He 
had been in the local leather busi- 
ness here since the days prior to 
the Boston fire. His last connec- 
tion was with Dunn-Green Leather 
Company, who liquidated several 
years ago. 

New Men’s Store 


The opening of Boston’s newest 
shoe store, the George Newhall Co. 


at 23 A School Street, Boston, took 
place on Monday, May 24. The new 
establishment caters to men. Wal- 
nut and ivory form the basis of the 
color scheme of the store, which has 
been planned to have a club-like at- 
mosphere. The store’s office is on 
an overhanging balcony, and a large 
stockroom is maintained in the base- 
ment. The store is owned by a re- 
cently formed Massachusetts cor- 
poration. 

George A. Newhall, formerly a 
partner in Jones, Peterson & New- 
hall Co. of Boston, has had extensive 
experience in the shoe business. He 
studied the making of shoes while 
with E. H. Dunbar of Lynn, maker 
of high grade shoes. Later he be- 
came a salesman with Thayer Mc- 
Neil Co. In 1903 he became a mem- 
ber of the firm of Jones, Peterson & 
Newhall Co. 

With Mr. Newhall is associated 
Elmer B. Fuller, until recently in 
charge of the men’s department of 
the Jones, Peterson & Newhall Co. 
and an expert of long experience on 
fitting. The store will be the exclu- 
sive Greater Boston agency for 
Stacy-Adams custom-grade shoes 
for men, retailing at $13 to $15.50, 
and will also carry other lines of 
men’s shoes from $8 up. 


BALTIMORE 


Ahead of Last Year 


In March and the early weeks in 
April business activity in the Fifth 
Federal Reserve District was main- 
tained at a slightly higher level 
than in the corresponding period of 
last year. Retail trade exceeded that 
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DAYS 


instead of , 


WEEKS 


ONE OF the traveling salesmen for a large 
Milwaukee dry goods house was suddenly 
forced to cancel his regular trip because of 
a broken leg. In the emergency he decided 
to try Long Distance. From his sick-room 
he covered in 5 days by telephone the same 
territory that normally required 5 or 6 

7 = weeks of traveling. On checking up he 
Gnad he had mecvahiery in by Long Distance 90% of his usual business! 














From businesses of every kind and location 
come added reports of success in selling by 
telephone. More and more men and con- 
cerns, as the savings become apparent, are 
using the telephone over states and over the 
nation as.they formerly used it to nearby 
towns. A long distance call appeals to the 
busy buyer. It commands the ear of those 
who would hesitate to see the salesman 
personally for fear needless time would be 
consumed. Long Distance is for the busy 
buyer or seller who must cut expense and 
make the most of time. 

Has your house and have you personally 
thought of the many hours and dollars the 


telephone can save your business? Have 
you learned the use of long distance calls 
in conducting your sales campaigns? The 
telephone is the economical, dependable 
means with which you and your men can 
teach any distance for business. 

The Commercial Department of yout 
Bell company will gladly make a study of 
your telephone opportunities. Every day, 
just as in an emergency, the telephone 
on your desk will reach distant cities and 
states as surely and effectively as it connects 
you with the other side of town, What 
far-away man or concern would you like 
to call, now? Number, please? 


BELL LONG DISTANCE SERVICE 
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of March, 1925, by 8 per cent and 
for the first quarter of 1926 sales 
were 6 per cent larger than in cor- 
responding period of last year. 
Wholesale sales ‘of shoes were 
larger than last year. These state- 
ments are from the bulletin of the 
Reserve Bank of Baltimore. 

Department stores sales in 
March exceeded March, 1925, sales 
by 8 per cent, at least part of the 
increase being due to the earlier 
date of Easter this year. Twenty- 
five of the thirty-two reporting 
stores showed. higher sales figures 
in March than in March, 1925. 


Current Trade Spotty 


There has been no noticeable 
increase of business in the last few 
weeks, although merchants here re- 
ported that business is as good and 
in some instances ahead of last 
year. They are disappointed, how- 
ever, that there isn’t more activity 
and are looking forward to better 
business with continued warm 
weather. A survey of some ten 
stores taken on Lexington Street 
last Saturday afternoon revealed 
varied conditions. One shop stated 


that business was not as good as 
on the previous Saturday, but was 
good, while the next door neighbor 


showed increased business. The 
situation on the whole is favorable 
and shoe dealers are optimistic. 


White Shoes Selling 


White shoes are now beginning 
to sell. Slesinger’s is showing a 
Panama white straw open work san- 
dal with lavender grosgrain under- 
lay and lavender kid strap and heel, 
also in green and blue combina- 
tions. Another shoe here is a white 
Panama straw vamp with blue and 
red flower painted design, white 
kid quarter and strap. The above 
have 21/8 spike heels and retail at 
$32. Handbags retailing at $22.50 
match these shoes and were dis- 
played with them. The Panama 
straw shoe is not limited to the 
higher priced shoe as the Bristol 
Shoe Stare, West Lexington Street, 
is showing a d’Orsay cut pump with 
baby spike heel which retails at $4. 


Orthopedic Department 


Ted Leason, buyer at the Hub, 
announces that the store is institut- 
ing an orthopedic department. Mr. 
Leason sees a noticeable increase 
in the demand for corrective foot- 
wear and is now meeting it. Pat- 
ent leather holds first place here, 
although parchment and other col- 
ored kids are running a close sec- 
ond. Many 20/8 heels are being 
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sold. The Hub is featuring a line 
of $10 shoes. 


Men’s Trade Satisfactory 


Men’s business at Hess’ has been 
satisfactory. The difference in the 
feather weight and winter weight 
oxfords was shown in a novel way. 
Two scales were used upon which 
were the two shoes. The scales re- 
vealed that the Lotus featherweight 
tan calf oxford (made in England) 
weighed 1 Ib. 9 oz., while the win- 
ter weight weighed 3% Ib. 

Sales in men’s shoes went ahead 
last Saturday. Six stores on Balti- 
more Street reported increased 
business and well ahead of last 
year. Several of these shops report 
tans to be selling in the proportion 
of 7 to 3 over black. 


ve 


350,000 Pairs Daily 


The women of the United 
States require 350,000 pairs of 
new shoes daily. So the aver- 
age daily requirement is fig- 
ured in Lynn. This is about 
a third of the total production 
of shoes of all kinds in this 
country. 


| 
| CINCINNATI 


Patent and Colored Kid 


Patent leather shoes as well as 
the colored kids still are at this 
time occupying the center of atten- 
tion. White shoes are now taking 
up their place in the window dis- 
plays and are beginning to move 
to some slight extent, but con- 
tinued warm weather is necessary 
for their faster movement. Many 
leather combinations and reptile 
leathers are moving fairly well 
also. 














Good Business 


E. Held, manager and buyer of 
the shoe department of the John 
Shillito Co., says: “We are having 
as much business as we can handle, 
especially in the past week or so. 
Our biggest sellers are the patent 
leathers and we have been selling 
whites every day for quite a while. 
Give us continued warm weather 
and this trade in whites will show 
a wonderful increase. Colored kids 
are still moving as well as they 
have been. Last week we expe- 
rienced the largest week in the his- 
tory of the firm. This increase was 


75 


aided by the demonstration of 
Grover’s three point shoe.” 


Lightweights Moving 


John S. Hendricks, assistant man- 
ager of the Florsheim Shoe Co., re- 
ports a very favorable business in 
featherweight shoes. He states 
that the light tans are still leading 
by a big majority and that black 
shoes are still in the background. 
At this store the Arabian calf skin 
shoes are moving freely. 

To stimulate interest in summer- 
weight shoes, a campaign, very 
much similar to the straw hat cam- 
paign, has been inaugurated. Seven 
of the leading stores of this city 
have combined in the attempt to ex- 
ploit the idea. The stores lending 
their aid are: The Potter Shoe Co., 
Smith & Kassen, The Mabley & Ca- 
rew Co., The Florsheim Shoe Co., 
Giestings, Bostonian Shoe Shop, 
Pohl’s Walk-Over Co. and the Petot 
Shoe Store. May 15 was set aside 
as summerweight shoe day. 


Whites Selling 


“We are selling many white 
shoes,” says J. B. Logan, assistant 
manager of the shoe department of 
the Smith & Kasson Co. “At this 
time we are selling many more pat- 
ents than blonds. Business has 
been improving right along with 
spike heel oxfords taking very sat- 
isfactorily. We are selling many 
golf shoes at this time, particularly 
in tan calf, white buckskin and 
white buckskin with black saddle. 
The sport shoes are moving in both 
crépe and solid rubber soles.” 


Colored Kids Lead at Potter’s 


Ted Orr, one of the managers of 
the Potter Shoe Co., says: “Our 
business is very good and progress- 
ing. Colored kids still appear to 
rank first in the line of sales. Pat- 
ents are our next biggest sellers, 
while the whites have still to move. 
The Deauville sandals are moving 
well. Peoplé who bought these 
shoes in Europe last summer are 
glad to have the opportunity of 
buying them here this summer.” 


Business Satisfactory 


Continued fair skies and warm 
weather has brought the Chicago 
shoe trade out of the slump’ that 
prevailed through the greater part 
of April, and* May business h 
been very satisfactory indeed. Out- 
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For Sportswear Your Customers Want 


BASS TRUE MOCCASINS 


No. 2834WL—8$4.50 
Women’s Smoked Elk True Moccasin Oxford, 
Beige Elk Instep Strap and Backstay, Crepe 
Sole. In Stock, 2% to 8, C and D 


No. 923—$4.30 

Women’s Smoked Elk 8-inch True Moccasin. 

In Stock, 2% to 8, ©, D, EB. 
No. 883W—64.40 

As 923 except Brown Elk. In Stock, 2% 

to 8, C. ‘The above Moccasin is also made 

in Oxtora height in either brown or smoked 


No. 610—85.25 
Black Elk True Moccasin Golf Oxford, Crepe 
Sole. In Stock, 6 to 11, C, D, E. 

No. 610W—84.60 
As No. 610 except for women. In Stock, 
6 to 11, C and D 


No. 626—85.00 
As Neo. 610 4 oe Hale Golf Sole. In 
Stock, 6 to 11, D. 





No. 841—8$4.30 


Susie’ Elk 5-inch True Moccasin. In Stock, 
is also made for Boys, 


Chessinin. Werte tcted "Carume, S0-tnsh ff h to 11, D. This shoe 

Yhocolate ater-Proo rome, -inch, 

made with the new patented Bass two-way Just Oo t e Youths, Little Gents and Children. 
No. 871—85.50 


seam. In Stock, 6 to 11, EE. P 
No. 4694—86.75 P r ess Same as No. 841 except made of Chocolate, 

As No. 4876 except Black Water-Proofed Water-Proofed Chrome with Double Water 

Proofed Sole. In Stock, 6 to 11, BE, 


| Send for the 1926 IN STOCK catalog 
DEPT. B 


G. H. BASS & CO., WILTON, ME. 
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lying stores, which up to this time 
have suffered from the intensive 
advertising efforts of the Loop es- 
tablishments, are coming in for 
their share of the business and re- 
tailers generally are in a very op- 
timistic frame of mind. 


Gray and Blond 


Gray and blond shades continue 
to dominate the style situation 
along with the reptilian trimmings 
which have been steadily gaining 
favor. Patent leather still con- 
tinues to carry the bulk of the busi- 
ness but there is a strong interest 
in the colorful leathers. 


New Style Ideas 


Higher cut pumps with more 
leather over the quarters and 
higher throats seem to be favored 
more for the season’s business. 
There is a distinct tendency in the 
styles shown here toward the shoe 
with more leather in vamp and 
quarter or at least reaching higher 
up toward ankle and instep even 
though the quarter may be slashed 
with cut-out trimming. The ex- 
tremely high and large fleur-de-lis 
tongue effect with its exaggerated 
perpendicular appearance has not 
warranted any special mention so 
far. Tongue effects are featured 
but not sold to any extent. Ap- 
plique or overlay trims seem to be 
the most favored at this time and 
the tendency seems to be toward 
futuristic slashings of many or 
varicolored leathers over the fore- 
part of the quarter and the vamp. 
Silkk cords with novelty tassels, 
some in mani-colored effects are 
the favored trim on gored pumps 
and many of the dainty oxfords 
which have made their appearance 
in the past few weeks. The vogue 
for overlay trimming seems to have 
been extended to the white foot- 
wear for the season and green to 
be the most favored color for this 
trimming. Most of the white foot- 
wear has followed the season’s 
favor in pattern and many of the 
reptilian trims seen are in brown, 
red and green colorings. 


Men’s Trade Fair 


The men’s business is still only 
fair and unaccountable lethargy 
still being apparent. The general 
opinion seems to be that the men’s 
business needs some radical altera- 
tion in style and design in order to 
create any good volume. 


Show Summer Weight Shoes 


Harry Meyer of the H. A. Meyer 
Shoe Company as usual has taken 
advantage of selling opportunities 
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and his Monroe Street window is 
filled with Summerweight footwear, 
each shoe having a white feather 
attached with the label “Feather- 
weight Shoes for Summer,” and ap- 
propriate cards to tell the story. 


Business Good 


Business is reported good at the 
different retail shoe stores in Den- 
ver at the present time. Spring 
buying of footwear is on in earnest 
at this time and the outlook for the 
coming spring and summer months 
is bright. Colorado is looking for- 
ward to a record tourist season this 
year, which will aid business in all 
lines. 








DENVER 





E. A. West Dead 


Eugene A. West, pioneer Denver 
shoe merchant, died at his home here 
recently. Mr. West was 72 years old. 
Death resulted from heart and stom- 
ach disease. He came to Denver 
in 1880 and five years later joined 
the firm, West & Green, which en- 
gaged in the retail shoe business 
until 1919. At that time it was the 
oldest organization of its kind in 
the city to survive the years with- 
out a change in name or organiza- 
tion. Mr. West is survived by three 
sisters, Miss Dora West, Mrs. J. 
Elston and Mrs. M. A. Barden, all 
of St. Petersburg, Fla. 


Johnston Co. Quits Business 


The Johnston Shoe Company, one 
of the best known retail shoe firms 
of Denver, has closed its store and 
quit business. The entire stock has 
been sold to the Golden Eagle Dry 
Goods Company, this city, and is 
now on sale in that store. Robert 
Johnston, head of the firm, is well 
known to the trade, having served 
as president of the old Rocky 
Mountain Retail Shoe Dealers’ As- 
sociation, and was at one time a 
director in the National Shoe Re- 
tailers’ Association. 

Ralph M. Broadhurst of the 
Broadhurst-Young Shoe Company, 
this city, has been elected treasurer 
of the Retail Merchants’ Bureau of 


the Denver Chamber of Commerce. 


ST. LOUIS 


White Shoes Moving 


The white fcotwear season is on. 
Announced in all stores through 


v7 


newspaper advertising and in win- 
dows revealing the newest lure in 
white footwear. The operators of 
many stores when questioned on 
the pressure being exerted to push 
this footwear, replied with their 
tongue in their mouth and admitted 
that white footwear was not caus- 
ing much concern with them at 
present. Not a few mentioned the 
fact that white will take care of 
itself and for that reason they are 
not pressing hard on this vogue. 
They would much prefer to put the 
effort back of the colored kid situa- 
tion which at present needs selling 
force to rid the shelves of their ilk 
before white overwhelms all mate- 
rials. Where there has been ac- 
tivity on white footwear, it is re- 
ported that plain whites are more 
popular than the trimmed patterns. 
This applies to all stores and un- 
questionably indicates the trend of 
style. 


Reptile Effects 


With the showing of white foot- 
wear came a wave of reptile effects 
with some stores featuring them in 
proportionately the same promi- 
nence. One large store created a 
special display of lizard and circu- 
larized their mailing list, an- 
nouncing the new effects in reptile. 
Reports were to the effect that they 
were being eagerly sought. The 
patterns shown were in every in- 
stance all-over effects. 

Colored kid in some stores is re- 
ported as slipping. Other stores 
report strength in the demand for 
these materials. Patent was also 
mentioned as turning dull during 
the week. Pumps in this material 
were singled out as being inactive. 
The week started out well and it is 
believed it will hold up to last 
week’s volume. Last Saturday was 
reported unusually large in all 
stores. 


Vogue Issues Summer Catalogue 


The Vogue Boot Shop has just is- 
sued the second edition of its 
“Round the World in Vogue Short 
Vamps” catalogue which illustrates 
the summer offerings of footwear. 
The book is replete with anecdotes 
from the mythical Miss Vera Vogue 
who is making the jaunt in Vogue 
footwear. The idea has gone over 
splendidly and much favorable com- 
ment has been caused by the 
uniqueness of the presentation. 


Leader Shoes Opera Chorus 


The Grand Leader shoe depart- 
ment secured the contract for fur- 
nishing the footwear to be worn 
by the chorus of the Municipal 
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Modern Store in Live Desert Town 


One of the Texas desert ones comes upon a real live town. This 
is El Paso, lying in the upper Rio Grande Valley. A most fer- 


tile country, man-made through irrigation. 


One merchant had 


faith enough in the town to spend $40,000 a year ago, to give his 


customers a modern shoe store. 


We picture here the windows 


and interior of the Guarantee Shoe Co., whic his owned by S. 


Kranzthor and his son, Wilfred. 


This store was originally 


started by J. M. Watson of San Antonio, who sold out to Mr. 
Kranzthor twenty years ago 








Lily kid shoes seen 
in St. Louis. The 
pattern is A one- 
strap trimmed in 
blue kid with a cov- 
ered heel of the same 
shade. Arthur Ebbs, 
vice-president of the 
company, said they 
were found to be 
very acceptable to 
their customers. 
They were priced at 
$20 a pair. 


“Paying $600 in 
P. M.’s saves $6,000 
a year in losses,” is 
the way one mer- 
chant sums it up. 








Opera in St. Louis. A. J. Pauly, 
manager of the department, stated 
that each foot was individually 
measured to assure a perfect fit 
necessarily due to the severe wear 
given the shoes and the elimination 
of any sore feet from the dancing 
included in the performances to be 
given this summer. 


Buster Brown Reception 
For Scruggs 


Harold Underhill, manager of the 
shoe department of Scruggs, Van- 
dervoort and Barney, arranged on 
Saturday, May 15, a reception of 
Buster Brown and Tige for some 
450 children in the music room of 
the company. Many of the children 
present have heard Buster Brown 
broadcast over Station KMOX and 
were eager to meet this individual 
in person as well as his dog, 
“Tige.” 

After the reception the children 
were invited to the shoe depart- 
ment where 275 signed up for 
the Buster Brown Radio Club. Un- 
derhill stated it was one of the best 
features in interesting children in 
Buster Brown shoes that has been 
worked in a good while. 


Swope Shows Water Lily Kid 


The Swope Shoe Company has 
displayed the first pair of Water 





MILWAUKEE 

















Light Kid Shades Moving 


Milwaukee shoe merchants are 
taking fullest advantage of the fa- 
vorable business conditions pre- 
vailing during the month of May 
and results are proving very satis- 
factory. Colored kid shoes continue 
to sell in large volume, and patents 
are figuring quite prominently al- 
though they are secondary to light 
kids. During the past week or two, 
this business has been supplement- 
ed by a little movement in whites 
and the opening of a demand for 
sport shoes. Golf links have been 
crowded during the week ends this 
month and this general interest in 
the game is having a very stimu- 
lating effect on the call for two- 
tone sport oxfords. 

“We are very much pleased with 
the progress we are making this 
year,” stated Robert Weaver, floor 
manager of the Walk-Over Shoe 
store. “We made a very satisfac- 
tory increase for the month of 
April, and everything points to an 
even larger increase for May. Col- 
ored kids are without a doubt the 
big thing for the season, but there 
is also a very good call for patents 


for a more conservative trade. 
“ “Narrow straps are coming in 
stronger than ever, and I believe 
that they will be the big thing right 
through the summer months,” he 
continued. “Many women are tired 
of pumps because of the difficulty 
in getting styles that fit, and they 
are turning to straps because of 
the better fitting qualities. Only 
very narrow strap effects are mov- 
ing, usually one strap model, al- 
though a twin strap pattern also 
has been good. Our trade is also 
taking very well to a medium point- 
ed toe, due to the fact that the 
round toe has been exploited so ex- 
tensively in cheaper shoes.” 
“Blond kids have been very 
heavy in both pumps and straps, 
and there has been a little call for 
gray,” reported Clifford Campbell 
of the Campbell-Boll Co. “Patents 
have been moving second to col- 
ored kids. Although pumps are 
still popular, it is now a high 
throated style that is moving rather 
than a low-cut, novelty shoe, be- 
cause of the better fitting qualities 
and better appearance on the foot.” 


Popular Sport Shoe 


Hanan & Son have attracted 
much favorable comment on a sport 
shoe which they are sponsoring for 
this season. It is alow heeled, 
crépe sole shoe of smoked elk hav- 
ing a tongue effect across the in- 
step which is trimmed with perfo- 
rations. A snug fit through the in- 
step is insured by a narrow strap 
over the tongue, fastening with a 
small buckle at one side. 

“Colored kids are still the big 
thing in women’s shoes,” declared 
Charles E. Collar, buyer for the 
shoe departments at Gimbel 
Brothers.. “But there is no out- 
standing style as practically every 
pattern has been showing some ac- 
tivity. Because of this varied de- 
mand, it has been difficult to buy 
for department store selling, due 
to the danger of getting too large 
a stock on hand.” 


Tan Shoes Preferred 


Low shoes in tan shades are lead- 
ing in popularity among Milwaukee 
[CONTINUED ON PAGE 102] 













































































“Tony TAN—a striking, though richly-toned 
leather, with that depth of color which compels 


admiration. 
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Some Shoe Producing Centers 
Busier Than Last Year 


Fall Orders Beginning to Appear 








HAVERHILL | 








More New Firms 


Haverhill’s come-back as a wom- 
en’s shoe manufacturing center is 
daily being further demonstrated 
and the new firms now engaging in 
business in the city give full recog- 
nition of the confidence in the local 
industry. Two of the most import- 
ant additions to the industry made 
during the present season occurred 
the past week with the removal of 
the Lynway Shoe Co., and the 
Freedman Bros. Shoe Co., Inc., 
both of Lynn, to Haverhill. Both 
firms are identified with McKay 
production, their combined daily 
output being over 100 cases and 
their total employment nearly 400. 

The Lynway Shoe Co. has taken 
floor space at 113 Essex Street, in 
one of the Essex Associates modern 
factories. Production is already 
under way. Present capacity is 
30 cases a day, but this volume will 
be increased early in the new sea- 
son. The firm employs 150. Ben- 
jamin Freedman is head of the con- 
cern. The company was brought 
to this city through the efforts of 
the Chamber of Commerce and the 
city’s business men. 

The Freedman Bros. Shoe Co., 
Inc., is moving from Lynn into the 
Harris A. Smart factory, River 
Street, where production will be 
begun the first of the month. The 
firm employs 204 and has a daily 
capacity of 60 cases. The two 
brothers in the firm are Morris and 
George Freedman. The latter 
states that the firm hopes to expand 
until it employs 400 hands in this 
city. 


Association Hold Outing 


The first annual outing of the 
Haverhill Shoe Manufacturers’ As- 
sociation was held Saturday, May 


_22, at the Kenoza Country Club. 


The afternoon was devoted to 
sports, including golf, tennis, and 
cards. Dinner was served in the 


club dining room at 7, followed by 
a speaking program, during which 
matters of vital interest to the city 
and the industry were discussed. 
As special guests of the shoe men 
on this occasion were Mayor Fred 
D. McGregor, President George W. 
Hurn of the Chamber of Commerce, 
and various representatives of the 
allied business interests of the city. 
The full membership of the Manu- 
facturers’ Association joined in the 
social event which is to be an an- 
nual one. 


Velvet and Satin for Fall 


Velvet and satin is being talked 
for fall footwear by local shoe men. 
It is the wide belief by many of the 
shoe men that black velvet is going 
to be more conspicuous than usual 
in the fall shoes, while satin is ex- 
pected to hold its usual favor. The 
fancy calf leathers, especially the 
grained and embossed leathers, are 
daily being put to new use. The 
reptile grains are going strong and 
the embossers of the North Shore 
are burdened with business. Many 
new ideas in fancy leather appear 
almost daily. 


Show Committees Chosen 


Myer T. Ornsteen, general chair- 
man of the Haverhill Shoe Manu- 
facturers’ Association’s committee 
arranging for Haverhill’s partici- 
pation in the New England Shoe 


and Leather Exposition and Style’ 


Show in Boston in July, has an- 
nounced the personnel of his work- 
ing organization, which is as fol- 
lows: 

Finance committee: J. D. Rickard, 
vice-chairman; Raymond McNa- 
mara, Abraham Hartman, Edward 
Chesley, Charles W. Arnold. 

Decorations: George Dalrymple, 
vice-chairman; Arthur Stern, Ver- 
non Moss. 

Publicity: Edward Metzner, vice- 
chairman; George W. Langdon, Jr., 
Lyman Stockbridge. 

Exhibits: Edmund C. Wentworth, 
vice-chairman; Louis Hartman, Is- 
rael Gilbert, Louis Hamel, Harold 
Rosengard. 


Hospitality: P. Brauner, vice- 
chairman; B. E. Cole, J. Jonas, 
Charles Harding, Burt Bowdoin, 
Walter Wright, Augustine Bour- 
neuf, Solomon Bocholtz. 


Plants Slow Down 


Cutting activity in the local in- 
dustry has slackened during the 
past week, and a general slowing 
down is witnessed in most of the 
plants. A few featuring whites 
and sport wear are still active, but 
no large volume of business is 
booked ahead. The season, how- 
ever, has been more prolonged than 
in several years, and early fall 
prospects are reported unusually 
bright. 





LYNN 














Busier Than Last Year 


Business is moving along pretty 
good, with Lynn making more shoes 
than a year ago. It’s near time for 
the summer slow down. But it 
wouldn’t be surprising if there 
were a larger volume of business on 
midsummer novelties for July and 
August than expected. A vigorous 
midsummer drive is recommended 
as a means to increase sales of hot 
weather styles, as well as to prevent 
a premature offering of fall models. 
Being too far ahead of the season 
with styles is sometimes as bad as 
being too far behind. 


Summer Novelties 


Summer styles are well spread 
out of white and colored kid and 
patent leather, which are long 
familiar, and reptiles which are 
the bright and .shining light of 
styles this year, and distinctively 
new, too. 

Patterns are well spread out 
over strap pumps, bow or buckle 
trimmed pumps, step-ins with 
gores, sport oxfords, sometimes 
called collegiate oxfords, with some 
sandal styles and a few anklettes. 
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BUBOROIOT 


Announcing — 


Our New Home 
39 York St., Brooklyn 
After June 1 


LARGER and more modernly equipped factory, where 
greater facilities will assure you of still better service, 
and the same true quality and style expression that 
have contributed so largely to the success of Martin 


Weinstein shoes. 

Our capacity will be increased to 750 pairs of fine turn shoes 
per day. 

To our customers and friends, whose confidence and good will 
have made this venture possible, we extend a cordial invitation 
to visit us in our new quarters. 


MARTIN WEINSTEIN SHOE CO. 
39 YORK ST. - BROOKLYN 


New York Salesroom: 832 Marbridge Bldg. 
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Win The Kiddies With TENNIS BARGAINS 


TRIMMED—FAMOUS BRANDS 
Style 3651—Tan 


Style 3654—Smoked ' We offer, at these bargain prices, two 
Childs—5148 famous brands of BROWN and WHITE 


scart, 1.95 BAL TRIMMED TENNIS. 





TRACE MARK REG. UG. PAT. OFFICE 
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soft strong uppers, and flexible, long-wearing soles. Ge Pee eet 

Their long wear and easy fit make pleased children— . _ 4 C 
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Pp re ” In Youths’ and Little Gents’ Sizes We Also Have 

Send for catalog. Popular styles of Golfmox, Campmox and a Few White Laced-To-Toe at These Prices 
Slippermox are shown. 


| J. A. KEMLER 


Always “Underpriced” 
Mass. 108 Lincoln St. Boston, Mass. 
Keep in touch with me for underpriced jobs always on hand 
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Harlequins and Patches 


Harlequins and patches are the 
meteor styles for midsummer, and 
Lynn is making quite a lot of them. 
They dazzle with lines and colors. 
They are futuristic. Next is com- 
ing futuristic leather, done in 
prisms, or whirling disks, of colors. 


New Blacks 


Blacks are making a new bid for 
favor. Patents with black reptile 
trims and kids with patent trims 
are among the all black numbers. 
They’re quite a contrast with the 
high colors. 


Boots for Fall 


Boots are mentioned more than 
a year ago. Whether or not this 
means anything for fall and win- 
ter remains to be seen. Some Lynn 
designers are working on Welling- 
tons with extremely fancy tops. 
But the bulk of interest appears to 
be in the development of new 
models of lace boots. 


Adding Welts 


Daly’s Golden Rule Company is 
going to add welts, in novelty 
styles, and will make them in the 
new Beverly factory. McKays and 
turns are made in the Lynn fac- 
tories. A number of the welts will 
be in oxford patterns. Just now the 
Lynn factories are letting up on 
oxford and center ties and are con- 
All sorts of 
fancy straps and combinations of 
straps and trimmings are coming 
through the works. 

Basket weave embossed satin in 
gold and silver finishes is new for 
panelings, in the Daly line. Some 
shoes have checkerboard quarters, 
in black and white. A step-in that 
looks like a one-eyelet tie has a gore 
in its throat. The shoe is of patent 
leather. It has a collar of silver 
shark, which is carried into the 
imitation eyelet stays, and a lace 
of silver shark to match the trim- 
ing. 

Novelty Stouts 

A. Fisher & Son are making 
fancy straps and step-ins for stout 
feet, such as those which measure 
to Nos. 7, 8 or 9 in the EE and EEE 
widths. Some of these fancy stouts 
have been added to the stock de- 
partment. 

Uppers are of plump kid or pat- 
ent leather. Soles are over-weights. 
Heels are medium high. Arches are 
buttressed. These shoes are built 
to carry weight as well as to please 
the eye. 

New Polish Firm 


International Shoe Polish Co., 





Lynn, was incorporated recently 
with a capital of $100,000 by Louis 
Andrews, Andrew G. Milton and 
James Pouleas. 


4000 Ornaments 
Four thousand buckles, bows and 
like ornaments are in the active 


sample line of the Lynn Ornament 
Co., and new ones are made up on 








New Factory for 
Kurz & Lapidus 








pas 4 
dies Kurz & ee Pa. 
Brooklyn, N. 


The new Kurz & Lapidus Build- 
ing, a seven story modern factory 
structure is about complete, and this 
well known Brooklyn firm will move 
into its new home about June 1. The 
new building is of reinforced con- 
crete construction and embodies the 
most modern ideas in factory equip- 
ment. It is located at Gold and Til- 
lary Streets and the Flatbush Ex- 
tension, Brooklyn. 

Kurz & Lapidus will occupy the 
first three floors and basement of 
the building, a total of 8000 square 
feet of floor space, enabling the com- 
pany to turn out 1500 pairs of turn 
shoes daily. 

The firm was organized in 1915 
by Theodore Kurz and Henry B. 
Lapidus, both then connected with 
J. & T. Cousins, Inc. This is the 
third move to larger quarters made 
by the firm since its organization. 





special orders daily. This number 
does not include the bauble trim- 
mings that are used for adorning 
laces and which are sometimes used 
for adorning bows. This is cer- 
tainly “the ankle adornment age.” 

All of these ornaments are for 
factory use and not for sale to the 
individual customer in retail stores. 


Changing Layout of Plant 
Williams, Clark & Co., manufac- 
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turers of La France Shoes, are mak- 
ing some radical changes in the 
layout of their plant. The result 
is a factory which will equal any in 
the country for efficiency. This 
move is reflected in the quality of 
the fine Welt and New Way process 
shoes this firm produces. 


= “2a 


Broader Toes 


First hints of what promises to 
be Brockton’s style trend for the 
fall indicate the continued gradual 
passing of the pointed tip both in 
the men’s and women’s lines al- 
ready in process. 

With the shortening of the skirt, 
which fashion appears likely to be 
just as accentuated in the fall, has 
come the determination of style de- 
signers of women’s shoes here to 
hit on an even shorter vamp to give 
the appearance of smaller feet. The 
broader toe has the effect of mak- 
ing the shoe seem even smaller. 

As for men’s fall possibilities, 
tendency now is for designs of an 
even more pronounced “bull-dog” 
type than now are being exhibited. 
Feelers put out by Brockton shoe 
manufacturers have developed the 
information that the broader-toed 
shoes at first distributed particu- 
larly for the collegiate young man, 
have proved to be popular, even in 
the light-weight styles. In fact, no 
less than a half dozen who operate 
in-stock departments here and in 
the district say that the new blond 
calf is a stubby last, with plenty of 
width for comfortable spread of 
the toes, is having a good demand. 
Tans will continue to lead early 
fall style samples for men while 
oozes and lizards in combination 
with other leathers will be offered 
in women’s lines. Cut outs and 
straps will likewise be featured, 
but oxfords too will be presented, 
these too in variable combinations. 


May Make Misses’ and Youths’ 
Shoes 


Negotiations are going forward 
steadily between agents of the 
various unions here and the Thomp- 
son Bros. Shoe Co., looking toward 
the establishment of suitable price 
lists to allow for the manufacture 
of misses’ and youths’ shoes. 
Agreement is said to have been 
reached by more than half of the 
locals, pointing to a start on manu- 
facture in the immediate future of 
an entirely new line of footwear 
here. At present there is no con- 
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ANNOUNCEMENT 


TO THE 
RETAIL 
TRADE 
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The 
celebrated 
PINET SHOES 


of Paris, France 
have appointed 
THE TOOMAY COMPANY 
145 South Street, Boston, Mass., 
Sole Distributors for the 
United States and 
Canada 
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NEW SAMPLES WILL BE ON DISPLAY 
AT BOSTON AFTER JUNE ‘1st. 
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Utz & Dunn Salesmen Meet 


Utz & Dunn Company’s salesmen photographed at the recent sales conference held at the factory in Rochester, 


N, 2. 


Sitting, left to right—L. M. Williams, Virginia, North Carolina, South Carolina; W. F. Garber, West Vir- 


ginia, western Pennsylvania, eastern Ohio; H. B. Lipstine, Florida, Georgia, Alabama, Mississippi; J. C. Antons, 
Kentucky, Tennessee, southern Indiana; M. C. Smith, sales manager; Ben Stout, Minnesota, North Dakota; F. L. 


Armstrong, manager New York office; W. J. Davidson, New York State; G. Hanf, general manager. 
Rapp, advertising manager; W. P. Carlock, Texas, Louisiana; A. P. Richards, New England 


left to right—L. B. 


Standing, 


States; Mr. Penny, special representative; L. A. Mullen, Kansas, Nebraska; J. C. Freidauer, New Jersey, Hudson 
Valley; H. W. Spriggs, Michigan, northern Ohio; E. G. Standish, Washington, Oregon, northern California, H. D. 
Lotspiech, Illinois; W. Sampson, house salesman; W. B. McNutt, Rocky Mountain States; C. W. Sheldon, Iowa, 
Missouri; H. Utz, production manager 


cern here going in, on a large scale, 
for the manufacture of growing 
girls’ and boys’ shoes. 


Packard Returns 


Frank E. Packard, women’s style 
expert for the Geo. E. Keith Co., 
has returned from a tour through 
the United States, including the 
Pacific Coast, during which he vis- 
ited practically all of the Walk- 
Over stores getting a line on what 
his customers favor in the line of 
present and future footwear. He 
comes back with many helpful 
ideas. 

Corcoran Moves 


The Corcoran Shoe Co., of Mid- 
dleboro has completed removal of 
practically all of its effects to a 
portion of the E. E. Taylor Co. 
plant here and already has begun 
cutting on a capacity of about 50 
dozen a day. 


Wright to Continue 


London Character Shoe Co., 
Brockton factory officials announce 
that William H. Ryan, announced 
a week ago as manager of the local 
plant, has resigned and that Harry 
T. Wright, who formerly held that 
position and who remained with 
the concern during the week Mr. 
Ryan was in charge, will continue 
as superintendent. Mr. Ryan, who 
came from Haverhill, is said to 
have returned there. 


ROCHESTER 


Good Business Reported 


Business in Rochester shoe 
stores has been much more satis- 
factory during the past week. 
Warm weather during the early 
part of the week stimulated the de- 
mand for new footwear and the 
sales reports are much more satis- 
factory. 

Patents are still extremely good. 
Light kid patterns in parchment, 
Bois de Rose and Sauterne are 
moving in about the order named, 
and the reptile and reptile trimmed 
patterns are moving in a much 
more satisfactory manner. 

Local merchants are beginning to 
feature whites and report that the 
public is showing considerable in- 
terest in white kid patterns, but 
that the bacward season has held 
up their sale. William Eastwood 
& Son Company are featuring four 
patterns in ivory colored kid which 
they state will be the reigning fa- 
vorites for early summer wear. 


Factories Busy 


Rochester shoe factories report 
business as fairly satisfactory at 
the present time. Salesmen are 
now in their territories and orders 
are arriving in increased volume. 
Spotty business conditions in some 


parts of the country are holding 
up the volume of business that 


‘would normally be received by the 


factories at this time, but the gen- 
eral reports from the factories in- 
dicate that business is well ahead 
of last year. Orders for in-stock 
shoes are being received in a sat- 
isfactory volume and local factories 
are speeding up their production 
schedules to meet the requirements 
of the trade, which is demanding 
quick deliveries. 


Community Chest Drive Successful 


Rochester successfully put over 
its Community Chest Campaign for 
the ninth successive year. With a 
goal of $1,401,331 to meet the re- 
quirements of the various charities 
of the city, there was some feeling 
that it would be impossible to meet 
the full amount, but by real cooper- 
ative spirit, in which the shoe trade 
bore a conspicuous part, the goal 
was successfully attained. 


Shoe Tree Meets With Favor 


The Buffalo Last Works of Buf- 
falo, N. Y., recently placed on the 
market a self adjustable shoe tree 
that is meeting with success. C. B. 
Kosters, president of the Buffalo 
Last Works, reports that quarter 
page ads in the Boot and Shoe 
Recorder and other trade papers 
brought orders from all parts of the 
country and that re-orders are be- 
ing received from most customers. 
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ROWNbilt Winners of Praise and Patronage! To show these styles is 
tantamount to selling them. They are different, new, attractive and each 
design has its individual feminine appeal. The leather blendings have been 
carefully arranged to meet a wide variety of modish dress effects, thus enhanc- 


ing the popularity of each number. 








BIRMINGHAM 
Morris 


CLBVBLA 
260-290 


Derroirr SALES 
408 Temple Bidg. 


Fr. Worts Sau 
Burton Bidg., 
INDIANAPOLIS SALES Room 


Kansas Crty SaLes 


Complete Sample Lines Are Carried 
at the Following Points: 


GBNBRAL OFFICES AND 
Sates Rooms 
Washington Avenue, 
16th to 17th Street, 
St. Louis 


ATLANTA SALUS 


Room 
225 Peachtree Arcade 


ne asuons Sates Room 


6 N. Eutaw Street 


Sates Room 
Hotel 


Boston Sates Room 
183 Essex Street 


Cuicaco Saues Room 


Rooms — Security Bide. 


189 W. Madison St. 


CINCINNATI SaLas Room 
414 Edwards Bidg. 


Np Sates Room 
The Arcade 
Denver Sates Room 
403 Jacobson Bidg. 


Das Motnes Sates Room 


226 Frankel Bldg. 
Room 


Bs RooM 
Tth and Main 


470 Century Bidg. 
Room 


807 Central Street 


Los ANGELEs Salas Room 
314-315 Severance Bldg., 
105 West 6th Street 
MINNEAPOLIS SALES Room 
507 Boston Block 
New ORLEANS SALes Room 
518 Godchaux Bldg. 
New York Sates Room 
144 Duane Street 
OKLAHOMA City SALES 


Mi 
Mercantile Sample Rooms 
PHILADBLPHIA SALes Room 
318 Forest Bidg. 
PirrsspurcH Sates Room 
Hotel Henry 


PorTLAND Sates Room 
Multnomah Hotel 


Pacirio Coast Depart- 
412-417 Pacific Bidg., 
San Francisco 
SAN ANTONIO SaLzs Room 

401 Hicks Bldg. 
SmaTtLe SALEs Room 
607 Terminal Sales Bidg. 
Waco Sams Roo 
203 Provident Bidg. 
WHEBLING Sates Roo 
213 Riley Bldg. 
WicHrra Sates Room 
426 Butts Bldg. 








AA156—“BROW Nbilt” 
Women’s genuine white washable kid ‘“‘Sunny’’ tie, plain toe, white 
lizard trimmed, 18/8 cov wood spike heel, imitation turn, Co 
last, AA to C, 2% to 8 $5.00 
In Stock 


AA155—Same as AA156 in parchment kid, with enema 
s 


In Stock 


AA154—Same as AA156 in patent, brown lizard trimming 
In Stock 


D511—“BROWNbilt” 
Women’s patent ‘‘Merle’’ strap, brown alligator trimmed, 
~ we wood box heel, imitation turn, Gloria iast, AA to © 
In Stock 


D510—Same as D511 im Russia calf, brown alligator trimming. .84.60 
In Stock 


13/8 
2 


D516—“BROWNbilt” 
Women’s ‘“Darline’’ pump, Larchwood calf trimmed, 18/8 
— wood spike heel, imitation turn, Coral last, AA to G57 
In stock June 10th 


D517—Same as D516 in patent, with hazelwood calf trimming. $4.86 
In stock June 10th 


ST. LOUIS U, S. A. 


May 29, 1926 
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The April 1 issue of Vogue illus- 
trated the tree as the ideal for its 
purpose, 


Shoe Process Co. Organized 


Incorporation papers have been 
filed with the Secretary of State 
for the Genessee Shoe Process, Inc., 
a corporation to manufacture, lease, 
license and sell structures and pro- 
cesses or improvements thereon, for 
the manufacture of shoes and rights 
under processes which the company 
hay own or create for the manufac- 
ture of shoes. 

The incorporators are Fred Mac- 
Carone, John A. Galway, Paul 
Chevillat, Wheeler D. Allen and 
Walter D. Forsyth. 


CE ———————————_——_—_— 


| ' §T. LOUIS | 


Colored Kids in Demand 


Wholesale houses report better 
than a fair demand for colored kid 
footwear. Parchment continues to 
score heavily in the call, which is 
apparently having its effect on 
the white situation. The head of 
the style department of one large 
manufacturer stated that on one 
pattern which they played three 
ways, patent, white and parchment, 
the latter outsold patent and white 
two to one. However, white shoes 
in many instances have not been 
bought as heavily by the merchan- 
dising managers this season as they 
have in the past. 

Patent leather trimmed in lizard 
and alligator continue to be promi- 
nent in some lines. A few fall pat- 
terns observed this week show a 
preponderance of patent leather 
trimmed in brown lizard. Heels 
are changing and the lower types 
are becoming more popular each 
week. Box heels in particular have 
had an unusual demand during the 
last fortnight. 

These types were overlooked in 
the buying by the retail merchants 
and the demand by the ultimate 
consumer has caused a quick cover- 
age on these types, which is being 
reflected in the factory orders. 
Tie oxfords are also represented 
with a few patterns among the new 
showings. 


Brown Report Good 


The consolidated balance sheet 
of the Brown Shoe Company for 
the first six months of its fiscal year 
ending April 30, just issued, shows 
sales for this period at $14,925,- 
146.40. This is an increase over 
the same period last year. 
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Cash on hand is listed as $586,- 
126.79 and customer accounts re- 
ceivable after providing for doubt- 
ful accounts is $6,588,044.66. 

Inventories of finished merchan- 
dise and raw materials and in pro- 
cess and supplies, is $7,275,345.06. 
Plants and machinery, less allow- 
ance for depreciation, are carried 
at $2,246,162.42. 

Lasts are carried at $1 as is also 
insurance, prepaid interest, li- 
censes, etc. Trade name, good will, 
patent rights, etc., are also carried 
at $1. Current liabilities are listed 
as follows: Notes and accounts 
payable as well as accrued ac- 
counts, $3,920,305.09. Reserve for 
contingencies and Federal and 
State Income Taxes, $609,000. 

The net profit for the six months 
before deducting the dividends on 
the preferred and common stock 
was $400,509.48. Common stock and 
surplus was shown as of April 30, 
1926, as $8,037,555.60. 





MILWAUKEE 





Receive Fall Orders 


Orders on fall shipments are 
coming in at a fairly good rate at 
Milwaukee shoe factories, but there 
is still a good demand for shoes for 
immediate delivery. Local factories 
report that retailers are endeavor- 
ing to get as much business as pos- 
sible during the late spring and 
early summer, and are apparently 
waiting to complete the better part 
of this season’s business before 
placing any large orders for fall 
delivery. 

“We are receiving fairly good 
orders for fall delivery, but we are 
still getting mail orders on mer- 
chandise for immediate shipment,” 
stated James A. Pratt, secretary of 
the Walter J. Booth Shoe Co., manu- 
facturers of men’s dress shoes. 
“About 65 to 70 per cent of our 
orders during the past few weeks 
have been for immediate. delivery, 
while the remainder was for fall 
business.” 


Returns From Trip 


Joe Miller, sales manager of the 
Wellauer-Noll Shoe Manufacturing 
Co., recently spent several weeks 
on a trip to the South and East 
which included stops at Nashville, 
Atlanta, Richmond and Baltimore. 
The trip was made particularly in 
the interests of recent additions to 
the Wellauer-Noll line. 
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| CINCINNATI | 


Ties Selling Well 


A large percentage of the current 
orders being received at the Roth 
Shoe Manufacturing Company’s 
factory call for ties, according to 
Fred Roth, assistant manager. 
He added that most of the com- 
pany’s production of white foot- 
wear is under order and that ship- 
ments are now being made as 
rapidly as possible. 

“Many colored calf skin shoes 
are being ordered now,” he con- 
tinued, “especially tan calf and two 
tone combinations.” 

Al Willey, representative of the 
Roth company in Cincinnati and 
Indiana, has recovered from a re- 
cent severe attack of grip and is 
now in his territory again. 


Red Cross Meeting 


The Red Cross branch of the 
United States Shoe Company called 
its salesmen in May 24 and 25 for 
the annual sales get-together meet- 
ing, when the new line for fall was 
displayed and the selling campaign 
explained. 


Colors at Meis Factory 


Blonds, patents, parchments, 
grays and whites make up the bulk 
of orders being booked by the 
Charles Meis Shoe Company. Many 
whites are being produced and 
shipments on them already have be- 
gun. The salesmen are sending in 
favorable reports and find that 
parchments and the other light 
shades in kid are selling well. The 
firm is now showing a line of new 
samples employing reptile leathers. 
Business at this factory is running 
well ahead of last year and five new 
men have recently been added to 
the organization. 


Putting Out New Process Shoe 


The Vollman Lawrence Shoe 
Company is putting out a shoe made 
by a new process which, according 
to George Vollman, Jr., eliminates 
the possibility of broken shanks 
and wood heels in turn shoes. 

The company is booking a good 
business in Footrest Shoes of Char- 
acter, a new corrective line, which 
is now carried in stock. 

W. E. Conners has been added to 
the sales staff of this concern and 
will cover the New England States. 

Ray Mayer, sales manager for the 
Vollman Lawrence Shoe Company, 
has recovered from his recent ill- 
ness and is back on the job again. 
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Additional 
Capital 
Wanted 


A New England tirm 
manufacturing women’s 
seasonable-novelty foot- 
wear, with excellent 
reputation and financial 
standing, desires to lo- 
cate near the center of 
its distribution, the 
Middle West or South. 

The firm has been 
manufacturing twenty- 
five years. The grade of 
shoes made retail at 
$4.00 and $5.00. 

An additional reason 
for the change is that it 
feels that labor condi- 
tions will be more favor- 
able in the new location. 

Three hundred thou- 
sand ($300,000) dollars 
in eight (8) per cent pre- 
ferred stock, par value 
one hundred ($100) dol- 
lars, will be issued— 
ee ninety ($90) dol- 

s, redeemable at one 
hundred ten ($110) dol- 
lars. 

The company is of- 
ficered by experienced 
shoe men of high stand- 
ing and good ability. 

The stock offered will 
stand rigid investigation. 

DIRECT ALL INQUIRIES TO 

Cc. R. W., Suite 605 
307 No. Michigan Blvd. 
Chicago 
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ADVICE 


that saves money in 
NEW YORK 


OR real comfort, un- 

usual convenience and 
genuine economy—stop at 
the Martinique—no New 
York Hotel offers more to 
the conservative visitor who 
demands clean, comfortable 
accommodations at moder- 
ate prices—rates start at 
$2.50 per day. 
—Take our advice. Investi- 
gate! We’ll welcome you— 
and do our best to prove it! 





















































































A. E. Singleton 
Resident Manager 


HOTEL MARTINIQUE 


Affiliated with Hotel McAlpin 
Broadway—32nd to 33rd Streets 


NEW YORK CITY . 
























Bates’ Striped Welting and Piping 
Puts the Urge-to-Buy in Shoes 


Make your shoes sell, 
Mr. Retailer, by specify- 
ing Bates’ Striped Welt- 
ing and piping in shoes 
made for you. Our new 
pattern No. 104 is illus- 
trated. 




























“YOU CAN GET 
THE PRICE IF 
YOU GET °EM 
PRETTY” 





















M. H. Bates Co.ctistiished “ites Brockton, Mass. 



























NO. 600 BLACK KID 
MADE ON RIGHT AND LEFT LASTS 
Woman’s 214 to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 

WHITE KID 30c EXTRA 


IN STOCK 


a a a 
SHOX Fite. — = 
Street Philadelphia, Pa 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 




















Tips on How to Get a 
June Increase 


OW comes June—the month 
N of recreation and of sales op- 

portunities. The _ business 
engine is well warmed up. All con- 
ditions are favorable to speed for the 
good ship sales. 

It’s simply up to the skipper 
(that’s YOU, Mr. Shoe Merchant) 
to have the sales material in ship 
shape and ready to go. 

The June bride is preparing to set 
forth on the matrimonial sea. (It 
isn’t customary to mention a mere 
groom, but he also may want shoes 
for the occasion.) 


There will be graduations at all 


colleges and schools. . 

Vacationers are starting out. 

Week-enders are week-ending. 

Golfers, tennis players, ball play- 
ers are shining up their clubs, 
racquets and bats. Motorists are 
touching up the old fenders. Every- 
one now wants everything spick and 
span and up-to-date. 

Everyone fits into certain groups 
needing new. shoes of certain types 
for certain uses or occasions. 


Will you be of help to them in de- 
termining and supplying their 
needs—or will you “let George 
do it”? 

Now is the time that your win- 
dows and your ads should make 
specific appeal to these groups who 
are marrying, golfing, touring, rec- 
reationing in various ways. 

Set your imagination to working 
and you can think of many inter- 
esting ways of appealing to each of 
these groups with what you can con- 
tribute to the completeness of their 
enjoyment. 

The idea of buying shoes is not 
likely to enter the public’s head un- 
less you put it there. Suggestion is 
a powerful weapon, one of the best 
at the command of the merchant. 

This Shoe Store Service Section 
offers some thought starters along 
this line. 

See particularly the article en- 
titled “June Brides, Graduates and 
—Summer,” beginning on page 91. 
Check up with the RECORDER Mer- 
chandising Calendar. 





Merchandising Calendar 
for June 


June 1-5—You should by now have 
material ready for your June Bride 
displays. In case you haven't, give 
this first attention. See suggestions 
on this in the article beginning on 
page 91. Also read the idea given 
there for winning the good will of 
the Graduates and their folks. No 
time to lose in getting your Bride 
and Graduate displays into the win- 
dows and getting your ads ready. 

June 7-12—Before your salesfolk 
start work this week they should 
know just what you want them to 
do in order to trim the stock down 
systematically so that slow movers 
will be scarce by the first of July 
and the size runs then will be about 
right. Thanks to Weddings, closing 
exercises and vacations, this should 
be a big week. Feature children’s 
shoes also. Get together with neigh- 
boring stores and put on a floral 
parade. 

June 14-19—Why not make this a 
Sport Shoe Week and devote at least 
one window and some ads to Sport 
Shoes? This may induce many to 
buy a little in advance of the time 
when they otherwise would: A 
nearby dealer in sporting goods 
should be happy to let you use some 
of his merchandise in dressing the 
windows. 

June 21-30—Now for the White 
Shoes! They are entitled to the 
center of the stage. And don’t slight 
the bathing slippers. Are you ready 
with your July 4 ads and displays. 
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Do These 
bi ures Show 
_ on Your Books ? 


C. @ w tet hl Om fe 


figures on the street to you, we 

can help you convert them to 
figures on your books. . Stopping the 
passers-by and bringing them into 
your store depends largely upon the 
appearance of your front. Good dis- 
play, in an attractive window, changes 

passers into buyers. 


Brasco Store Fronts make shoe shops distinguished 
looking, set them apart as more modern, more attractive 
—and bring in business that might otherwise be lost. 
In hundreds of cases a Brasco front has made all the 
difference between business at a standstill and business flourishing. 


Brasco fronts are recommended by leading architects, contractors and 
builders and are used by progressive shoe stores all over the country. Safe, 
sturdy, patented construction, the newest designs for economical use of 
ear space, and attractive appearance—these are the reasons for Brasco 
eadership. 


In additio he B Copper . 
Store reatcba nities Paps “able Pagenad We are glad to show progressive shoe merchants how to get the most out 
of store front and window display. Send in the coupon for free information 


the new DAVIS SOLID ARCHITECTURAL ) , 
BRONZE SASH AND BARS. Ask for infor- —start making those passing figures show a profit on your books! 


mation. 


de I: the crowds that pass are just 


Sas sw adwy4 Oot ae =~ oH te SO A. 


Brasco Manufacturing Co., 5035 Wabash Ave., Chicago 


Eastern Sales Office and Warehouse: 28-14 Wilbur Ave., Long Island City, New York 





BRASCO MFG. CO. BS 5-26 
5035 Wabash Ave., Chicago 


Send mie Design Folder and store front informa- 
tion—free. 


COPPER STORE FRONTS) Adres 
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June Brides—Graduates and— 


UNE is a fruitful month for the 

busy shoe merchant. June is 

the month of roses, brides, 
graduates, summer sports, and then 
some. It is worth while spending a 
little more time on displays now, for 
the warmer weather brings window 
shoppers out in large numbers. Dis- 
plays should be conceived not for 
present business only, but with an 
eye on the summer style business of 
July. 

The shoe merchant’s show win- 
dows are the style shows of his 
community. In them are reflected 
the styles and designs of the best 
manufacturers of the country, and 
the people want to see these styles. 
In proportion to the value the mer- 
chant places on his style numbers 


so the people of the locality will 
value them. If he puts a high value 
on them and makes his displays 
pleasing and attractive the public 
will accord him a high place in the 


style field. If, on the other hand, 
he merely arranges his stock in a 
miscellaneous collection in his win- 
dows the people will be disappointed 
and rank him as a has been. 


HE bulk of the shoe business is 
done today on style numbers. 

These are the numbers he should 
place on display, and do sc 
in such a manner that the 
will stand out prominently' 
for what they are. The best 
displays today will be those 
that show the fewest lines 
and that show those few to 
the best advantage. 

Not only must the foot- 
wear be right, but the entire 
display must be right. The 
entire ensemble must be so 
attractive that every win- 
dow shopper will stop and 
get an eyeful. The decora- . 
tions, fixtures and accesso- 
ries are as important as the 
footwear. 

The calendar points out to 
the shoe merchant many op- 
portunities for special dis- 
plays, and these are the 
ones that give him his. repu- 


Summer 
By A. E. Edgar 


tation for progressiveness. =June 
has its quota of events that must be 
recognized if the alert merchant is 
to cash in on the business they can 
be depended upon to bring. Among 
these is the June bride. 

As we pointed out last month, the 
June bride’s trousseau is sometimes 
purchased in May, but there are 
many brides awaiting the later days 
of June with equal anxiety. Many 
of these will do their shopping in 
June. For this reason the shoe 
merchant will find that a setting 
fashioned after that of Fig. 1 will 
be timely during the early days of 
June. 

This background has been de- 
signed so that it may be used for 
any summer display by merely sub- 
stituting some other decoration for 
the bride’s picture. The background 
is composed of a series of panels 
made of wall board fitted on wooden 
frames. These panels are always use- 
ful in rounding out backgrounds and 
are worth spending considerable 
time on their construction. They 
may be painted readily with cold- 
water paints, and as a large brush 
may be used the time it takes to do 
this is short. Every month or so 
they can be given a finish of a dif- 
ferent color at a small cost. This 





The calendar points out occasions for 


special displays. 


adds very much to the attractiveness 
of such a background. It is par- 
ticularly recommended for windows 
with an ordinary painted back or 
where there is no back to the win- 
dows at all. 

Orange blossoms or roses (arti- 
ficial, of course) are tied in little 
groups on strings of baby ribbon 
and festooned in any pleasing man- 
ner over the background. If a cir- 
cular poster is used the arrange- 
ment illustrated in Fig. 1 is attrac- 
tive. If square or oblong posters 
are used they may be festooned in 
such a way as to make the combined 
effect attractive. 


T is suggested that a bride’s veil, 

or a length of lace or chiffon to 
represent the veil, be used in the 
decorations. This may be draped over 
a small table and down to the floor of 
the window, or over a chair. With 
this may be included a number of 
sprays of artificial orange blossoms, 
or a bride’s bouquet. As accessories 
a fan, dainty handkerchief, vanity 
case, perfume bottle and similar 
articles may be sparingly added to 
give the proper atmosphere. 

A very good arrangement of a 
bride’s window is to have several 
units, showing in each a shoe for a 
particular purpose, one unit 
for the wedding itself, an- 
other for the traveling shoe, 
another for sports, etc. 

The bride’s window dis- 
play should be installed 
early in June so as to get 
the fullest benefit. Another 
display that should be in- 
stalled equally early is the 
graduation display. In 
practically every locality 
this can be made of consid- 
erable importance, for to- 
day we have schools every- 
where. Even if the 
graduating class is com- 
posed of a bare handful, the 
event is of equal importance 
to the community at large 
as in the larger centers. If 
the local schools do not 
make much of this impor- 
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e Amenican Interlocking Shoe Store Chairs 





Shoe Department Plymouth Clothing Co., St. Joseph, Missourj 


30% More Seating Capacity 


with Modern Shoe Store Chairs 


the leg of an old-fashioned chair. And these 
are the facts: Where 20 old-fashioned chairs 
fill the space to the left—26 American 
Interlocking Shoe Store Chairs fill the same 
area to the right. 30% more seating capacity 
—room to handle 30% more customers, with 
American Interlocking Shoe Store Chairs. 


ROGRESSIVE shoe merchants will 

find a vital fact illustrated in the shoe 
department of the Plymouth Clothing Co., 
St. Joseph, Mo. Please note that the right 
side of the photograph pictures American 
Interlocking Shoe Store Chairs. On the 
left, just behind the radiator, you will see 


—o- 


And More! 


There are other advantages in the 
use of this modern shoe store equip- 
ment. Advantages which mean to you 
a finer store—a better grade of cus- 
tomer—a prestige that always comes 
to progressive, prosperous -looking 
stores. For American Interlocking 
Shoe Store Chairs are more comfort- 
able for customers—and infinitely 
more attractive. 


American Seating Company 


1016 Lytton Building 


BRANCH OF FICES—NEW YORK, Room 601, 119 W. 40th St. 
BOSTON, Room 302, 69 Canal St. 


These great 
features 


Greater seating capacity— 
chairs interlock. 

Greater comfort for your 
customers. 

Greater durability — these 
chairs are guaranteed 
against breakage. 

Greater economy in cost. 
15 years of experience to 








serve and assist you. 





Illustrating 
No. 4001 
-ply built-up back. 
5, at ee 
panels from solid 
stock. Weight 42 


ds. Mahogany 
an ‘Walnut finish 4 


finished, anytolor, 


upholstered to 
order. 


Free Booklet 


For 16 years we have madea specialty 
of Shoe Store Chairs. Have equipped 
leadingstores from coast to coast. Our 
designers and draftsmen will suggest 
free of charge, and with no obligation 
on your part,an arrangement of chairs 
most suitable for your specific require- 
ment, Write us about this service— 
and ask for our free illustrated book- 
let “The Shoe Store Beautiful.” 





Chicago, Illinois 


PHILADELPHIA, Room 703, 1211 Chestnut St. 
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tant occasion the shoe merchant will 
be doing a good thing if he will 
create interest in the graduation 
exercises. 

The graduation display illustrated 
in Fig. 2 is simple in the extreme. 
It can be installed anywhere. A 
huge roll of white or cream paper 
is rolled and tied with a ribbon to 
represent the diploma. A large cut- 
out of a feathered pen may easily 
be made by the merchant. It may 
be cut out of cardboard and have 
a small strip of wood at the back to 
keep it stiff enough for use as sug- 
gested. Local school penants should 
aiso be included in the decorations. 

The second feature of note in this 
suggestion is the class roll. This 
may be made of considerable size in 
order that the names of the class 
may be read distinctly from the side- 
walk. The more names, the larger 
larger the roll should be. This 
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a local photographer 
to take the photo- 





graphs of the gradu- 
ates, the shoe merchant 
to pay a small amount 
for each, the photo- 
grapher to get his 
profit from the number 
of orders he may be 
able to procure for 
copies of the photos. 
If there are not too 
many, a good plan 
would be to use a pho- 
tograph in the same 
manner as a_ price 
ticket, one being: al- Lf’ 
































lotted to each shoe { 


Sal 














shown, or they may be 
grouped in any suit- 
able manner. 
Naturally the shoes 
displayed in this set- 


Fig. 1—This June Bride background is so de- 

signed that it can be repainted in new colors 

and used over with other decorations. 
struction details on page 91 


Con- 








roll is made of a cover: and 
the leaves on which the names 
are written. Heavy cover 
paper can be procured at the 
local printing office suitable 
for this purpose, the inner 
sheets being made of white 
paper. These should be folded 
across the center to form a 
booklet, the cover and inner 
pages being sewn together 
with long stitches of silk 
floss. A ribbon book-mark 





The sale of sport footwear 
can be helped by proper dis- 
plays. In Fig. 3 is illustrated 
a suggestion for a background 




















that will prove attractive. It 
represents a low wall with 
posts at the ends, and on the 
posts are flower boxes or 
vases. The wall may be made 
of a panel of wall board, 
either painted in blocks or 
lined off with tape to repre- 
sent the stones. The posts at 











may also be used, the long 
end being allowed to drape 
over the platform or table 
upon which the roll is posed. 
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each end are conventionalized 
to give the setting a better 
appearance than a stone col- 
umn would be apt to do. 








Z @ A TE x 
7 (24 We 
Yt LFA NA 
Zan EZZzT 





t r ay 
~ ce 
WA ES 








F the class is small, or even 
when it is large, it is a 
good plan to procure the pic- 
tures of the graduates when 
possible. Sometimes an ar- 
rangement ean be made with 


diploma. 


Fig. 2—For simplicity of design and ease of 
preparation, this “grad” setting is a winner. 
A roll of plain paper will do for the mammoth 
The feathered pen may be cut out 


of cardboard 


ting will be of the 











Fig. 3—Against this garden wall set a lawn 

seat and a few sporting goods and you have 

an effective setting for sport shoes. The wall 
is of wallboard, painted to represent stone 


more formal style 
numbers, although if 
properly grouped in 
units sports lines may 
also be displayed. Such 
a display in communi- 
ties where graduating 
exercises are held 
should result in direct 
business, and if this 
should turn out to be 
disappointing the mer- 
chant will know that 
he is keeping pace 
with the times, and 
the public will so rec- 
ognize his efforts. He 
is building good will, 
and much _ business 
is founded on this. 


HESE columns are made 

of a board with a shelf at 
the top to hold the plant. 
Around this board a box-like 
structure is built and nailed to 
it. It is to be but a few inches 
in depth, the height and 
width being determined by the size 
of the window in which it is used. 
The box is in two sections, the upper 
one being smaller than the lower. 
By dividing these at an angle and 
allowing an inch or so space be- 
tween them a very good effect can 
be obtained, especially as the board 
where exposed is to be painted a 
darker shade than the outer part of 
the post. In the same way, the top 
of the bottom box is cut off and 
moved over toward the center of 
the window, a board serving to sup- 
port the severed parts. 


N this display a lawn seat may be 
placed and serve as a fixture for 
showing sport lines. Golf clubs, 
tennis rackets, and other sport ac- 
cessories may also be introduced. 
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THE LACE FOR BETTER BUSI- 
NESS BECAUSE IT LOOKS 
BETTER AND WEARS BETTER. 


It’s a Distinct Selling Advantage 


To be able to say—‘“these shoes are 
‘Cordo-Hyde’ equipped.” 


“CORDO-HYDE” SHOE LACES 


have qualities that will favorably im- 
press your customers. If you are not 
getting “Cordo-Hyde” laces in the 
shoes you buy request them in your 
next order. 


_O. A. MILLER TREEING MCH. CO. 


SHOE LACE DIVISION 
.. BROCKTON, MASS. 
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An ordinary lawn seat may be used 
with good effect-in such a. display. 
The floor may be covered with arti- 
ficial grass mats, or with some other 
green material. his setting may 
also be used without the stone effect 
on the wall for showing any summer 
line. 


HE opening above the wall should 
be filled in with a curtain drape, 
although this is a good place to use 


























Fig. 4—A shadow box, eas- 
ily made as described in 
the text of this article, is 
particularly effective for 
showing white shoes 


a landscape-painting where one is 
available. A lattice may also be in- 
troduced with a vine growing over 
it, either in front of the wall, or 
behind it when the upper portion 
alone will be seen. 

White shoes will be in great evi- 
dence during the month. The shoe 
merchant should make every effort 
to get sales on his whites, but he 
should not think of cutting prices 
until August at the earliest. June 
and July will be good white months, 
provided the displays and advertis- 
ing are good. The settings illus- 
trated in Figs. 1 and 3 are quite 
suitable for showing whites provided 
minor changes that will readily sug- 
gest themselves to the merchant are 
made to eliminate the particular 
features that make them special dis- 
plays of a different character. 


LITTLE stunt is suggested in 
ig. 4. Build a shallow box of the 

size required, according as to whether 
a single shoe is to be shown or a group 
of shoes. This should be lined en- 
tirely of black materials, velvet be- 
ing suggested. At the front arrange 
a couple of curtains and tie these 
back so that the interior display 
may be seen. At the top have a 
showcard ,with the single word 
“Whites” on it. Behind this at the 
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play of whites. If the light cannot 
be installed see that the box is in- 
troduced into the display at a point 
where it will receive a maximum of 
daylight. 

Small boxes of this nature might 
be arranged in series and used to 
display other colors as well, or to 
show distinctive types of shoes on 
occasion. They may then be used 
in the interior of the store where 
places can be found for them. 

The beauty of the panel decora- 
tion illustrated in Fig. 5 does not 
appear in the illustration owing to 
the lack of color. The foundation 
of the decoration is a panel of wall 
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Fig. 5—A draped panel like 

this, arranged as explained, 

makes a very rich window 
decoration 


board. This should be painted a 
very pale shade of green, almost 
white. Next a drape of black velvet 
with scalloped edge at the bottom in 


95 


the effect shown should be made, 
with gold fringe around the scallops. 
This is to be tacked at the top of 
the panel and allowed to hang over 
the upper part of its face. The 
valance is to be made of brocaded 
velour in any color desired. This is 
to be stretched over a panel of wall 
board to produce a stiff effect, the 
lower edge being fringed. Across 
the bottom and top of this panel at- 
tach a board extending at least one 
foot on each side. Two boards are 
also placed at the sides, but flat side 
to the front, to finish the frame of 
the panel. These boards should be 
about six inches in width and 
painted in metallic mottled effect. 
At the lower left-hand corner an 
insert of wood or wall board with 
step indentions is placed to relieve 
the broad expanse of panel showing 
there. If the merchant has a scroll 
suitable for this purpose it may be 
substituted. This panel decoration 
may be used in a window having a 
panelled wooden back with splendid 
effect. 


HE showcards reproduced this 
month are suggestive of the types 
of footwear that will be in greatest 
demand. These cards were all writ- 
ten and the borders drawn with the 
same pen, a new one lately placed on 
the market by the Esterbrook Steel 
Pen Mfg. Co. These pens will do 
similar work to that of the brush 
and are much more easily handled. 
Anyone can learn to write show- 
cards with these pens. A round nib 
pen was used, but square nib pens 
and shading pens are also available. 
Where a showcard is used with- 
out a frame it is advisable to use a 
border around the card to give it a 
finished appearance, even if only a 
single straight line is used to mark 
off the margins. 
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| As white as 
‘winter's snow 
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White 


Jootwear 


of exquisite 
beauty, charm 
and quality. 
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top of the box arrange a light so Fig. 6—These show cards were done with a pen, which is easy for the 
layman to learn to handle 


that it may be reflected on the dis- 
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STANDARD-means 
established value 


Through years of striving—through steady 
growth—through policies and ideals staunchly 


~ upheld—New Way equipment has become the ~ 
standard by which all store fixtures are judged. _ 


The Grand Rapids Show Case Company has 


outfitted the finest establishments in America 
—where appearance and display come first 
and last. 

THEN TOO— 

It has equipped the small store—where mod- 
erate priced equipment covers every need. 

Its six great factories produce a complete line 
of store fixtures—the finest quality obtainable 
regardless of the price paid— 

It has established a standard in Valueand Worth 
—by which maker and merchant can judge. 


Wherever you are—whatever your needs—. 


we're ready to serve. : 


Call upon us! 


GRAND RAPIDS 


SHOW CASE CO. 


World’s largest manufacturers of quality store equipment: 
FACTORIES: | 
GRAND RAPIDS, MICH: - PORTLAND, ORE. 


| BALTIMORE, MD. : NEW YORK, N. Y. 


When writing to advertisers please mention Boot ann SuHozr Recorper 
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This Store Finds a Profit In 
Children’s Shoes 


Merchandising Plan Is Definite—Not Hit or Miss 


f HE shoe store 
[ Fred H. 
Rice & Son en- 
joys a marked popu- 
larity among the 
little folk of Santa 
Ana, Cal. This fact 
adds _ considerably 
to its prestige with 
these little folks’ 
parents—not to 
mention their big 
brothers and_ sis- 
ters, their uncles 
and their aunts. 
Fred H. Rice, one 
of the veteran shoe 
men of his State, 
has always realized 
the great need for 
foot knowledge and 
care in selecting 
shoes for children 
and in fitting them 
properly. Asked to — 
the rapid and steady 
increase of his chil- 
dren’s shoe sales, 
Mr. Rice replied: 
“In my early 
career of shoe mer- 


BOOT AND 


RED H. RICE & SON, Santa Ana, Cal., bestow on their 

children’s trims the same care as that given to the men’s 
and women’s lines. Result: striking displays like this, that 
pull up sales volume on otherwise dull days. 
the success of their children’s department to pushing one line 
of named shoes; te having special children’s ads and complete 
windows for children; to making the acquaintance of children; 
and to scrupulous care in fitting. 


They ascribe 
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with fixtures espe- 
cially designed for 
children.” 

This store puts in 
children’s shoe win- 
dows at regular in- 
tervals—not just 
now and then. 

The giving of toys 
as souvenirs natur- 
ally makes the 
youngsters eager to 
patronize the store. 
Moreover, it highly 
pleases the parents, 
engenders many 
friendships that 
last, and is not ex- 
pensive. 


BVIOUSLY, the 

lesson to be de- 
rived from this is 
that a definite mer- 
chandising plan 
back of a definite 
type or brand of 
shoe is just as ef- 
fective in the chil- 
dren’s department 
as in the men’s or 
women’s. 








chandising in Santa 
Ana I felt the need 
of featuring children’s footwear in 
my store. This was brought about 
by the many inquiries of mothers 
who sought not merely shoes but 
also the preservation of normal foot 
growth and foot comfort for their 
children. 

“Having gained my first knowl- 
edge of shoe construction at the 
bench making them myself, I at- 
tached a great deal of importance 
to the construction of the shoe bot- 
toms, as this affects the tread. 


a HEN the Pied Piper line be- 

came available in California 
I investigated thoroughly and chose 
this line to feature. I put in a selec- 
tion of styles in a complete range 
of prices. Then I advertised Pied 
Pipers. No small announcement 
was made at the bottom of my foot- 
wear ads for men or women. I did 
not resort to the half-hearted state- 


ment that ‘we sell shoes for children 
also.’ Pied Pipers and our special- 
ized way of fitting shoes were played 
up in an attractive way that ap- 
pealed to the mothers. 

“When purchases were made we 
gave balloons, whistles or other toys, 
learned the children’s names and 
made them feel as much as possible 
that our store was the place to come 
for new shoes. 

“At first, price was a factor with 
many of the parents, but I was able 
to show them that the flexible con- 
struction of Pied Pipers gave such 
long service that they were most 
economical to buy. As evidence of 
this I produced samples of children’s 
shoes which had seen actual wear. 

“We are contemplating the instal- 
lation of an exclusive children’s shoe 
department at an early date. This 
section will be separate from the 
rest of our store and will be equipped 


There is no mys- 
tery involved in building up a suc- 
cessful and profitable children’s 
shoe department. The same mer- 
chandising principles that apply to 
other lines apply here. 


Hecht Fixture Company in 
New Quarters 


The Hecht Fixture Co. is now lo- 
cated on the main floor at 223 South 
Wells Street, Chicago, in the Me- 
dinah Building, at the corner of 
Jackson Boulevard. The firm has 
been upstairs in this same building 
for the past twelve years. 

The new quarters have the ad- 
vantage of being considerably larger 
and more convenient of aceess. They 
are handsomely fitted up and a 
broad variety of attractive and 
tasteful shoe display fixtures in 
wood, glass and metal are exhibited. 
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Allsteel Safes 


OU can insure many things— 
but the best insurance will never 
replace your business records. 


GF Allsteel Safes, tested and ap- 
proved by the Underwriters’ Labo- 
ratories, have brought their con- 
tents, uninjured, through countless severe fires. 
The Allsteel mark on office equipment is 
your guarantee of permanent satisfaction. 


Write for a copy of the GF book: ‘‘Safe- 
guarding the Vital Records of Business.” 
THE GENERAL FIREPROOFING CO.’ 
Youngstown, Ohio 
Dealers Everywhere « Canadian Plant: Toronto, Ontario 


PROTECTOR 


Hides irregularities of foot form, affords instant re- 
lief for bunions and large joints. Can be worninany 
style of shoe — outside or under stocking. No larger 
size shoe required. Sold by shoe dealers, druggists 
and department stores for over 15 years. Over one- 
half million in use. Write for free trial offer. No pay 
if no relief. State size of shoes and if for right or left. 
FI 5 
—_ ISCHER MANUFACTURING co. a 








Advertised for Over Fifteen Years 


For more than fifteen years, Fischer Pro- 
tectors have been consistently advertised in 
national magazines of large circulation. 
Every year more people are learning about 
them—over 25,000,000 readers are covered 
by Fischer advertising this year. 


Every day this advertising is sending cus- 
tomers to dealers in every state—customers 
who are ready to buy. This is trade that 
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you might not reach with other merchandise. 


Keep Fischer Protectors constantly in stock. 
Display them where the public can see them. 
Your jobber can supply you on call. Write 
him or us. 


FISCHER MANUFACTURING CO. 
425 East Water Street 
Milwaukee, Wis. 
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The Shoe Trade Journal 


is the oldest established Shoe 
and Leather Trades Paper in 
Great Britain. 


Established 1869 


Our Advertising Tariff will be 
supplied by the Boot and Shoe 
Recorder, Boston, Mass., upon 
application. 


























"==" Attach this coupon to your firm letterhead ®™" "5 
The General Fireproofing Co., Youngstown, Ohio B.&S.R. 8 


Please send me without obligation = copy of your book THE SHOE TRADES JOURN AL 
Leicester - - England 
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SOLID CO! 


STORE FRONTS 





A VERITABLE STREET. OF KAWNEERS 


84 Within a Radius of 2 Blocks in a 
City of 12,000 


Meoesr of the buildings on this street are typi- 
cal of those in the average business district. They 


are reminders of yesterday and today. 








Above the I-Beams:are traces of the architec- 
ture which was in vogue when the hitching post 
and watering trough still were.a necessity. Below 
the beams the aspect is different. 





The old box-type fronts with their huge; un- 
sightly pillars, plates of glass extending to the ceil- 
ing, and steps terraced up to the entrance, have 
been transformed, with but few exceptions, to mod- Mi KAWNEER 
ern Kawneer Store Fronts — fronts thoughtfully > | er ee COMPANY 
planned to effectively exhibit and sell modern mer- ii = |e | 613, N. Front St. 


chandise. Send book showing 
numerous types of 
fronts for my business. 


Let us tell you more of what it will mean to 
have a Kawneer Front in your store. 


Consult Your Architect 
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190 BOOT AND SHOE RECORDER May 29, 1926 


FT SSSSSSSSSSSSSSSSSSSSSSSS SSS SS SS Seeeee4 


For that Finished Appearance 
To the Display of 
Smart Footwear 
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Silk Stocking Covered ; 
Shoe Forms— . 

No. 88-S : 

HERE IS NOTHING that H 
will show a smart looking ; 
shoe to better advantage than H 
a trim, well turned ankle. 1 
Our flesh colored silk stock- ; 
ing covered shoe forms are : 
equally effective for shoe or ' 
hosiery display. : 
' 
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Consult 
J. R. PALMENBERG’S SONS, Inc. 


Creators of Display Equipment for Over 70 Years 


63-65 West 36th Street, NEW YORK 


BOSTON 
26 Kingston Street 


Summertime Increases the 
Value of Your 
SHOW WINDOWS 


HOT, SULTRY days ahead means that 
the great majority of people will do 
their “window shopping” in the cool of 
the Summer evenings, and the “pulling 
power” of window displays is greatly 
increased as a result. 


To have your Show Windows Lighted 


CHICAGO 
204 W. Jackson Blvd. 


SAN FRANCISCO 
11 First Street 
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Adrian X Rey Foot Fitter 





with Sterling Reflectors means to take 
fullest advantage of this opportunity by 
providing the most EFFICIENT and EF- 
FECTIVE illumination that may be had. 
Complete information mailed on request. 


Reflector & Illuminating Co. 


Manufacturers and Engineers 
1413 West Jackson Blvd. 
Chicago, U. S. A. 


Representatives in All Principal Cities 





Makes Every Clerk an Expert 


Positive Fitting as Simple as A B C 
with the X-Ray Foot Fitter 


Guarantee 
of 
Satisfaction 
to 
Your Customers 


Easy to Operate—Easy to Buy 


Write Today for Details 


The Adrian Corporation 


Room 610, 210 Sycamore Street 
Milwaukee, Wis. 








When writing to advertisers please mention Boot anp SHor Recorver 
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400, MONTH ! 


FOR BETTER WINDOW CARDS 











A Mighty Small REC 
Paying BIG Dividends 


You can get more dollar for dollar value out of Recorder Show Cards in 
your windows than any other display feature, for they are silent salesmen— 
always talking the value of your shoes and your service. 


On the job as long as the light lasts in your windows. 





Never tired and never 


old. Fresh and new each month with colored price tickets to match. Mailed 
so that you can use them when you change your windows—they keep your 


windows right-up-to-the-minute all the time. 


WHAT THE SERVICE IS 


$ 300 PER MONTH 


Buys a 


Monthly Window Show Card Service 


Beautiful _— Designed | a 
Art Mat 5 
Frames Sry Mtecth Teskets 


and the 
RECORDER MONTHLY MERCHANDISING BULLETIN 
$30.00 Per Year if Paid in Advance 


SEND ME IN TODAY 








COUPON 


FOR LARGER WINDOWS 
Recorder Show Card 


$400 PER MONTH 
Service, 
Room 607, 189 West Madison 8t., 


Beautiful Hand Designed ont Chicago, Iu. 
8 Soe Saas 16 sve Bastste Please enter our order for the RECORDER 
fvunes FE Ticket SHOW CARD SERVICE for ene year 
from this date. We agree to pay you 
$3.00 per month for this service. 
We carry Men's, Women’s and Children's 


RECORDER sisiihieae fn BULLETIN 
$45.60 if Paid in Advance Shoes and Hosiery. 
(Cross out lines not carried). 


ORDER NOW! We prefer the (Grey) (Bronse) Mat 


Letter our name on the mats as per 


The Recorder Show Card Service copy attached to this coupon. 
Room 607, 189 W. Madison St. 


CHICAGO ILLINOIS 
Just Mail the Coupon >= oe 


| When writing to advertisers please mention Boot ann SHor Recorpre 
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CommonweattH Suoe & Leatuer Co. 


WHITMAN, MASS. : 








YE Caticd Stock 


11 Seuth Street 


“Che 
Coy Shoe Sette 


FOR MEN a 











BROCKTON, MASS. 
Address all communications to the factory 


 — Hoan & Ssnors | 
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MILWAUKEE 
[CONTINUED FROM PAGE 78] 


men, and $6.67 is the average price 
paid for a pair of men’s shoes, ac- 
cording to figures prepared by the 
merchandising and research bu- 
reau of the Milwaukee Journal 
from approximately 4,000 question- 
naires submitted by Milwaukee 
housewives. The analysis shows 
that about 92,000 men in the Mil- 
waukee metropolitan district wear 
low shoes; about 66;000 wear high 
shoes; and about 44,000 own and 
wear both. Tan shades are worn 
by about 92,000 and black by about 
83,000, with some 28,000 wearing 
both tan and black. 

The analysis shows that rubber 
*composition heels are far more 
popular than leather heels, but 
there are a larger number of men 
weaging leather heels than there 
were in 1922. Where only about 
14,000 wore leather heels in 1922, 
the figure was 40,000 for 1925. The 
reverse is true of leather and com- 
position soles, as 164,000 wore 
leather soles in 1922, while 179,000 
wore them last year; and only 17,- 
000 wore composition soles in 1922 
as compared with 23,000 in 1925. 


Two Shoe Men Featured 


Two men, prominent in the shoe 
trade, have been mentioned in the 
column run daily by the Milwaukee 
Sentinel under the heading “What 
Kind of a Fellow Is 2?” Stephen 
J. Brouwer, of the S. J. Brouwer 
Shoe Co., was mentioned as a 
prominent shoe merchant of the 
city, and attention was drawn to 
his interest in the scientific aspect 
of fitting shoes. The second shoe 
man mentioned ‘in the column was 





_August H. Vogel, vice-president of 


the Pfister & Vogel Leather Co. 
Although Mr. Vogel started his 
career in the banking business, he 
turned his attention to the tannery 
after about two years, and has de- 
voted most of his time to this busi- 
ness ever since. However, his 
banking interests are still exten- 
sive. Attention was also called to 
his active interest in church, 
school, civic, club and social affairs. 


Opens Branch Store 


John Bauman, proprietor of the 
University Shoe Hospital, 1123 
Wells Street, has opened a branch 
shop at 432042 Center Street under 
the name of the Electric Shoe Re- 
pair Service. Mr. Bauman has been 
connected with the shoe trade for 
about 30 years, and has been oper- 
ating the University Shoe Hospital 
for three years. 





May 29, 1926 











STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson /, 
to Be py” ie 
THE STETSON SHOE CO., Ine. 
Seuth Weymouth, Mass. 








HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


SHOES and RUBBERS 
Every Wednesday and Friday 




















HAND TAILORED 
HAND LASTED 


BION F-REYNOLDS Cou 
BROCKTON, MASS. 



















Colored 
Chrome 
Sides 














est t Virginia 


More dependable Fibre Board rand Yanerscles. leather for 
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» w Oyen Bren ¥& gomen, freee. 


F. E. JONES co. 
FANCY COLORS 


MAAS. Zs 2. 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
















Tanneries at Danversport, 95 South St., Boston, Mass 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Br N. ¥. 
New York Office, Room “1116, 1328 B'way. 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


$24.00 TS, doz. and Up. if 






































DR. CAMPBELL’S 
HEALTH SHOE 











EMIL RUBLACK 


Maker ef Artistic 
Price and Sale Tickets 
Samples Mailed Free on 
140-142 WEST BROADWAY 


NEW YORK 
Me. 250, $2.60 per 100 Established (963 
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Chicago “Boosts” Insur- 
ance Plan 


At the May meeting of the Chi- 
cago Shoe Travelers’ Association, 
National President Charles W. 
Evans reported progress on the 
group insurance plan. Sam Solo- 
mon, partner of Secretary “Charlie” 
Heilbrun, donated a prize, which 
was awarded to Joe W. Badke, a 
new member, who covers Chicago 
and vicinity for the Edmonds Shoe 
Co. The prize for the next meeting 
will be awarded by D. W. Christian. 

The association proposes to make 
its membership card of additional 
value to members notifying the 
shoe merchants throughout the 
country that if on being asked by 
one of its members to cash a check 
such merchant has the assurance 
of the association that it will not 
and does not tolerate within its 
membership any man who ever fails 
to make his checks good. 

A summer cottage on some near- 
by lake, also a-picnic and golf tour- 
nament are among the plans for the 
summer for the entertainment of its 
karge membership. 


Wedding Bells Ring Soon 
for Jaffes 


The family of Jay Jaffe, Roth Shoe 
Mfg. Co.’s popular sales manager, is 
doing its part to keep the wedding 
bells of Cincinnati ringing. On June 
6, Mr. Jaffe’s youngest daughter will 
become a bride; on June 20, his son, 
Lester Jaffe, a member of Cincin- 
nati’s legal profession, will become a 
benedict. About a year ago, and in 
June also, Mr. Jaffe’s eldest daugh- 
ter was married. 


Business in Southwest 
Improving 

John E. McElaney, treasurer of 
Stacy Adams Co., has recently re- 
turned to his Brockton factory after 
an extensive trip through the South- 
west. Mr. McElaney reports that 
the men’s fine shoe business shows 
distinct signs of improvement. 


To Open Juvenile Shop 


Atlantic City, N. J.—The Shoe 
Box, Inc., already operating three 
shoe stores in this city, is opening 
another store, which will be devoted 
to the sale of children’s shoes, exclu- 
sively. They will be the first chil- 
dren’s store to be opened by the -com- 
pany and will be operated under the 
name of the “Juvenile Shoe Shop.” 





SOFT TOES 


Send for SUMNER 
Price List SMITH 


325 W. Monroe St., Chicage, IL 








IN STOCK 
BLACK BALLET SLIPPERS 
Ladies’ 
$1.26 
$1.20 pr. 


Childs’ 
$1.15 pr. 


BLOG SHOE CO 
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BALLET SLIPPERS—IN STOCK 
of the unusual kind 


Ble2 Bik. Glazed 
Se Od Selt Too 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 

ROCHESTER, N 


Sines iio Git tints tees 











{ “Se” 
ue““WILL BUILD A BIGGER 
AND MORE DEPENDABLE 
CHILDREN’S BUSINESS/ 

Plan 


Write for Agency 
DrAPoswer, SHoes, tne. *° “EST AROADRG MEW YOR* 













































































































| WOMEN’S N NOVELTY FOOTWEAR 


Fashion novelties to retail at $4.00 and 
$5.00. Profitable sellers. Send for sam- 
( ples at our expense; no obligation to buy. 


SAMUEL COHEN SHOE Co. 
} 72-82 Lincoln St. 


Boston, Mass. 














CEON WEIC™ 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bldg..New York 


IMPORTED BUCKLES 


From our own Paris Works 








Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 








“it mark of ™ 


Sood el akete buckles 
ever since 1905 


L.ALTERSON &' CO. 


NE CHICKERI 


162 W 34 St., "New York City N.Y 








ARLE 
shoe patterns 


ARLE SHOE PATTERN CO. 
50 MAIN ST, BROCKTON, MASS. 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Pittsburgh Association 
Holds Meeting 


PITTSBURGH, May 25—The May 
meeting of the Pittsburgh Shoe Re- 
tailers association was held at the 
store of Oppenheim-Collins Co. 

President Louis Beigel announced 
that H. M. Holberg, manager of the 
Pittsburgh store of Oppenheim- 
Collins Co., was unable to attend as 
business called him out of town. 

Ben Cohen of Kaufmann’s shoe de- 
partment gave a very interesting 
discussion on his European trip. 

“While European lasts do not seem 
to fit even the feet over there, the 
people do not seem to be so particu- 
lar,” he said. “These lasts would 
not fit our trade at all, and our lasts 
are not suitable for the foreign feet. 
Most European shoes of the higher 
grade cannot be bought out of stock 
from the stores, but must be custom 
made. We need not fear foreign 
competition, as they are rather anti- 
quated in their methods, and when 
we consider quality, workmanship 
and our added advantage of service, 
responsibility and fit, our shoes are 
really cheaper.” 

After his’ discussion Mr. Cohen 
turned his talk into an open forum. 
Mr. Lichtenstein of McKeesport 
joined the association, and C. Voller 
of Hannan & Son was a visitor and 
told of his intention to join. 


Lipschutz on Recent Trip 


David Lipschutz, proprietor of the 
Vanity Noyelty Works of Brooklyn, 
recently made a trip through New 
York, New Jersey and Pennsylvania, 
calling on his many friends in the 
manufacturing field. Mr. Lipschutz 
manages to get out on the road about 
twice a year, spending the remainder 
of his time directing factory affairs. 
His firm in recent years has shown 
satisfactory expansion. The Vanity 
organization specializes in shoe 
bows and ornaments. 








A Correction 


In the May 15 issue of the Boot 
AND SHOE RECORDER a photograph 
of the Ben Franklin Shoe Shop, 
Philadelphia, was shown, with a cap- 
tion stating that the shop was oper- 
ated by A. E. Nathanson, president 
of the Ettina Shoe Co., Brooklyn. 
This was an error. The Ben Frank- 
lin Shoe Shop is owned and operated 
by F. Ostrow of Philadelphia. We 
apologize both to Mr. Nathanson and 
Mr. Ostrow. 





Forming National Retail 


Salesmen’s Association 


Boston—P. F. Girard, president 
of the Boston Retail Shoe Salesmen’s 
Association, called a meeting of the 
executive board of this organization 
on Thursday evening, May 27, to 
discuss plans incidental to the forma- 
tion of a National Retail Shoe Sales- 
It has been the 
wish of the Boston Association for 
the past four years to have al 
branches of the industry receive the 
same cooperative effort from retai| 
salesmen in other parts of the coun- 
try as from the nationally indorsed 
cooperative and educational work of 


men’s Association. 


the Boston group. 


Three presidents have been sent 
to the National Shoe Retailers’ con- 
ventions to promote this movement. 

A temporary board of officers has 
been chosen, as follows: P. F. Gir- 
ard, president; R. W. Daley, secre. 
tary; Robert F. Wright, treasurer; 
and the following committees: Gen- 
eral Committee on Organization—P. 
F. Girard, E. A. Kuhlen, Fred N. 
Greenwood, R. L. Upton, C. W. Pol- 
lock, R. W. Daley, Helen M. Haney, 
P. E. Thayer, Fred W. Small; Ways 
and Means—R. L. Upton, C. W. Pol- 
lock, F. N. Greenwood, R. W. Daley; 
By-Laws—P. E. Thayer, R. L. Up- 
ton, F. W. Small, E. A. Kuhlen; Pre- 
amble Committee—R. W. Daley and 
Helen M. Haney; Publicity—Helen 
M. Haney, R. W. Daley; Invitations 
Committee—Fred N. Greenwood, R. 


W.. Daley and Helen M. Haney. 


It is planned to invite retail shoe 
associations in other 
cities, as well as store organizations, 
to be present in person or by proxy 
at the first national meeting, to be 
held in Boston during the Boston 


salesmen’s 


Shoe and Leather Show, July 6-8. 


“Ed” Clark with Robertson 


“Ed.” L. Clark, one of the North- 
western shoe traveler “hustlers,” 
recently made arrangements to rep- 
resent the Robertson Shoe Co. of 
Among the felt and 
leather slippers made by this house, 
Mr. Clark will sell “Cosey Toes,” the 
name formerly purchased from the 
of Alhambra, 


Minneapolis. 


Standard Felt Co. 
Cal. 


Tom Emmet with Superflex 


Tom Emmet, a member of the 
well-known shoe family of Emmet, 
covers Indiana, Ohio and Michigan, 
of Dover, 
N. H. Tom lives in Detroit. He 
states that the Superfliex line of chil- 


for the Superflex Co., 


dren’s shoes is moving fast. 
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"CHANGES IN BUSINESS 





Los ANGELES, CAL.—Paul Feder 
(“Feder Shoe Store”) (28404 Wabash 
Ave.), shoes, reported sold out to J. J. 
Sugarman. 

xem-Wal Shoe Co., Inc., W. J. Wal- 
ters, retires. 

t oRT COLLINS, CoLO.—Emery Cloth- 
ing Co., shoes, etc., reported selling or 
soid out. 

}‘LAGSTAFF, ARIZ.—The D. D. Boot- 
ery, shoes, W. D. Draine has sold his 
half interest to Cecil E. De Vaney, the 
other partner in this business. 

CHIcaco, ILtL.—Harry M. Seigan 
(4536-38 S. Ashland Ave.), shoes, etc., 
succeeded by Goldberg & Seigan. 

'OWLER, 1IND.—Mueller Bros., shoes, 
etc., reported succeeded by Clifford 
Shipman. 

HUNTINGTON, IND.—Hachmeister & 
Son, shoes, etc., reported selling or sold 
out. 
PRINCETON, Ky.—J. D. Rogers, shoes, 
etc., succeeded by M. T. Guess. 
Macuias, Mg.—Reemie & Thompson, 
shoes, ete., sold out to Leighton Bros. 

Norway, Me.—Carroll-Jellerson Shoe 
Co., shoe manufacturers, changed name 
to Jellerson-Rafter Co. The personnel of 
the corporation remains the same, with 
Edw. J. Rafter as president, and S. O. 
Jellerson as treasurer. Boston offices 
will continue to be maintained at 139 
Lincoln Street. 

Derroit, MicH.—Selman & Novick 
(“S. & N. Shoe Co.”) (9737 Jos. Cam- 
pau Ave.), shoes, dissolved partnership 
—succeeded by William Selman. 

Kansas City, Mo.—Max Eichenberg 
(7416 Broadway), shoes, etc., succeeded 
by Westmoreland Dry Goods Co. 

Summ It, N. J.—Louis Silverstein (20 
Maple St.), shoes, etc., reported sold 
out to G. Schlissel. 

BROOKLYN, N. Y.—Rose Glassberg 
(Mrs.) (825 Nostrand Ave.), shoes, 
reported selling or sold out. 

Joseph Zisk (J. & Z. Shoe Store) 
(327 Gerrittsen Ave. and 3122 Coney 
Island Ave.), shoes, reported sold store 
at 327 Gerrittsen Ave. 

New York CitTy.—Eclipse Shoe Co., 
shoe manufacturers, incorporated with 
authorized capital of $50,000. 

Louis Engel (1374 ist Ave.), shoes, 
succeeded by Bessie Engel. 

RICHMOND HILL, . Y.—Hirsch- 
born’s Shoe Shop, shoes, incorporated 
with authorized capital of $10,000. 

CLEVELAND, OHIO.— Standard Shoe 
Co., shoes, etc., incorporated with au- 
thorized capital of $10,000. 

HARRISBURG. Pa.,—Langan Shoe Co., 
 /. closed branch store at Lancas- 

r. 
NeEwsBerry, S. C.—R. C. Perry 
(Est.), shoes, ete., reported selling or 
sold out. 


Business Reverses 


NEw HAVEN, CONN.—George Chioc- 
chio (48 Washington Ave.), shoes, re- 
ported petitioned into bankruptcy. 

Cuicaco, Inu.—B. Kite Shoe Co., 
Inc., shoes, reported embarrassed. Re- 
nana liabilities, $30,000; assets about 


FuLTON, Itu.—Clarence A. Durkee, 
Shoes. ete.. reported petitioned into 
bankruptcy. 


Iowa City, Ilowa.—George Waxen- 
berg ‘“Roberts Shoe Co.’’), shoes, re- 
ported offering to compromise at 30 per 
cent, 

COVINGTON, Ky.—Hyman Katz (12§ 
Pike St.), shoes, etc., reported receiver 
appointed. 

Boston.—R. F. Amidon (56 Lincoln 
St.), mail order shoes, reported pe- 
titioned into bankruptcy. 

St. Louis, Mo.—Sam Feldman (“Fit 
Rite Shoe Store”) (2132 Market St.), 
shoes, reported petitioned into bank- 
ruptcy. 

NEWARK, N. J.—Max Pertzavertz 
(239 Market St.), shoes, reported pe- 
titioned into bankruptcy. Reported 
receiver appointed. 

PATERSON, N. J.—Lowenthal Bros. 
(136 Main St.), shoes, reported peti- 
tioned into bankruptcy. Reported re- 
ceiver appointed. 

BROOKLYN, N. Y.—Harry Meyers 
(611 Sutter St.), shoes, reported pe- 
titioned into bankruptcy. Reported 
receiver appointed. 

Jesse Pincus (1141 Liberty Ave. and 
5286 Fulton St.), shoes, reported peti- 
titioned into bankruptcy. 

BuFFALO, N. Y.—Abraham Altman 
(“Altman’s Shoe Arcade”) (45 and 51 
Seneca St.), shoes, reported offering to 
compromise. 

NEWBURGH, N. Y.—Louis M. Morri- 
son (43 Water St.), shoes, reported 
meeting of creditors was scheduled. 

NEw YorK CitTy.—Beckman Bros. 
(4029 Third Ave.), shoes, reported 
meeting of creditors was scheduled. 

CoLuMBus, OHI0O.—Dunlap Shoe Co., 
shoes, reported receiver appointed. 

PHILADELPHIA, PA—Harry Gold- 
stein (Capital Army & Navy Store) 
(417 Market St.). shoes, etc., reported 
receiver appointed. 


Muensch with Murphy- 
Saval 


Carl J. Muensch, formerly a well 
known Walk-Over manager at Pitts- 
burgh, Pa., and president of the 
Shoe Retailers’ Association of 
Pittsburgh, has just taken over the 
Murphy-Saval line of novelty Mc- 
Kays and will cover the eastern 
cities with headquarters in Phila- 
delphia. Mr. Muensch’s many 
friends in the trade regard this as 
a splendid connection for his expe- 
rience. 

William J. (Bill) Daly, well 
known in the Chicago territory and 
the West, will take the Murphy- 
Saval line in the States of Illinois 
and Indiana. 

Rosecrans Murphy of the Mur- 
phy-Saval Shoe Company is leaving 
for an extended western trip and 
will include the entire Pacific Coast 
in his travels. Mr. Murphy plans 
to attend the Pacific Coast Retail- 
ers’ Convention in June. 
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New “Salon” Store 


The new Wollack & Bauer store 
on Madison and Michigan Avenues, 
Chicago, is the last word in shoe 
“salon” architecture. The entrance 
on Michigan Avenue opens into a 
Moorish patio on the first floor with 
twisted pillars and curvetted open- 
ings, a terrazzo floor covered with 
oriental rugs and never a sign of 
footwear. The only evidence that 
this is a place of business is a ho- 
siery counter at the left of the en- 
trance in such an unobtrusive setting 
that one sees it only as a harmonious 
group of tables with cases behind. 

The footwear is sold on the sec- 
ond floor, reached by elevator past 
a curious and attractive winding 
stairway. On this floor Moorish 
chairs in small groups covered 
with red Morocco leather and deep 
carpeted floors complete the effect 
of distinct elegance. No shelves or 
boxes are there to greet the eye of 
the buyer and fittings are almost 
private in their seclusion. The new 
store already has attracted a splen- 
did clientele according to Manager 
Cohn and evidence was there Mon- 
day of a very satisfactory trade. 
The new store is featuring the 
highest type of style footwear at 
prices ranging upward from $16.50. 
Probably there isn’t a shoe store in 
the country at the present time that 
equals this creation of those two 
master merchandisers, Wollack & 
Bauer, and they are to be compli- 
mented on their effort to lift the 
selling of footwear into the exclu- 
sive store class. 


Goding Shoe Co. Moves to 
Paris, Il. 


The Goding Shoe Co. has moved 
from Chicago to Paris, Ill., where a 
large new daylight plant was re- 


cently completed for them. They 
are now specializing on men’s dress 
welts to retail at $5; also a popular 
priced line of boys’ welts. A catalog 
has just been issued showing their 
new line with all shoes illustrated. 


Advertises on Billboards 


Portsmouth, N. H.—F. C. Remick, 
retail shoe merchant, recently de- 
cided that he would do some bill- 
board advertising. And so, on the 
three main approaches to this 
Granite State city, one may note 
that Remick is giving good publicity 
to his store. In addition to this lo- 
cation, he has also made use of bill- 
board space on the state road and 
at the entrance to the railroad sta- 
tion. ° 
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LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


POSITIONS WANTED 
4c per word. Minimum Charge 75c. 


Five dollars per inch. Allow 45 words to an inch 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


Mass., 
































SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 

















Are you the man or do you know him? 


We would like to add another House man to our selling force. 
The one we have in mind is a specialist in selling volume oper- 


ators who feature retail prices at $6.50 to $7.50. 


Unless you can show big results with the big merchants, you 
But if you can produce we will offer a 


would not fill this bill. 


proposition that can be developed to a tremendous income. 


Send written application with complete details in confidence to 
Interview will be arranged as advisable. 


M. Stollmack. 


Diamond Shoe Co., 196 Church St., New York, N. Y. 








GENUINE CALF 
SKIN SHOES 


$3.50 less 5% discount. 
In Other Words—$3.3214—N. 


Stock carried on the floor for at once 


dand 16 iron Bend Soles, cut from the 
hide where the wearing fibre is the tough- 
est, tanned by American Oak, Armour 
and Mooney. Full Grain, Genuine Calf 
Skin Quarter and To: Lining. Our 
record for 1925 was pair of worn 
shoes returned and only 5 pairs with soles 
worn through. All snappy, young men’s 
combination lasts and tterns. Slow 
sellers are not permit to remain in 
by line. Stra boos cent commission 
‘© salesmen wii tablished —, Ap) 
it you have the ability to. becom: abi 
shoe salesman. A few unfilled te: 


COBLE SHOE COMPANY 
Humboldt, Tennessee 























High grade resident salesman for New England terri- 
tory; snappy line ladies’ Goodyear Welt and McKay 


WANTED 


shoes to retail at $6.00 to $9.00. Answer C-143 


Care Boot and Shoe Recorder 


207 South Street, Boston, Mass. 








BOYS’ SHOES 





PHILADELPHIA, and the States of PENNSYLVANIA, MARYLAND, DELAWARE, and 


VIRGINIA. 


BOYS’ SHOES to retail at $4.00 to x 
ment store trade and the larger buyers “conside 
line. Give full particulars and references. 


NEENAH SHOE COMPANY, NEENAH, WISCONSIN 


We have this by pee to place with a salesman who can sell high ‘grade 
Only experienced salesmen familiar with depart- 
red. Can be carried with good non-conflicting 





SALESMAN—Experienced shoe salesman to A NEW YORK wholesale distributor of shoes 


represent an established 


of a line of ladies’, misses’, children’s, boys’ 
and little gents’ medium priced 
Carry as a * line on commission basis, in 
Must furnish best of 
letter, giving age and 
hneider Shoe Company, 
328-332 N. "Jefferson St., Allentown, Pa. 


any part of vat 
references. —— * 
experience., Philip 


shoe manufacturer 


and rubbers has a pi 


McKay shoes. 


York, N. Y. 


first-class 
salesman who knows the retail shoe dealers of 
Westchester, Connecticut and New Jersey. 
Weekly cash advances in proportion to accepted 
orders. Address C-142, care Boot and Shoe 


Recorder, 239 West 39th St., 9th Floor, New 








EXPERIENCED salesman who has 

covered Middle Western territory to 
carry high-grade line of ladies’ turn 
shoes. New York factory. Commission 
basis. Address C-134, care Boot & 
Shoe Recorder, 239 W. 39th St., 9th 
floor, New York, N. Y. 














S ALESMAN WANTED—To sell the retail 

trade, fine and medium grade Infants, Chil- 
dren’s and Misses’ Turns, and Goodyear Welts, 
on commission basis. Reference required on 
 - <crcce Rohrer & Company, Orwigsburg, 
a. 








WANTED—Wide awake salesmen with estab- 

lished trade to sell our line of boys’, girls’, 
women’s and children’s popular priced McKays 
and Flexible Welts in Kentucky, Tennessee, 
Mississippi, Iowa, Missouri, Southern Illinois, 
Wisconsin, Minnesota, Texas, Kansas, Ne- 
braska, North Dakota, South Dakota, Montana, 
I , Wyoming, Colorado, Utah, Nevada. New 
Mexico, Arizona, California, Oregon and Wash- 
ington. A manufacturer’s in-stock proposition 
that goes big here in the East. Liberal com- 
mission. Non-conflicting side line or whole 
time. Give full information as to qualifications 
and experience in your first letter. Lines now 
ready. A. W. Smith Shoe Company, No. 111 
Beach St., Boston, Mass. 





USTLERS wanted to sell retail trade. 

Well known manufacturers’ line boys’ 
Goodyear Welts and McKays. Six per cent 
straight commission. Michigan, Iilinois, Phila- 
delphia, New York State, South and Middle 
West. Address C-136, care Boot and Shoe 
aon 207 South St., Boston, Mass. 
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~ SALESMEN WANTED SALESMEN WANTED FOR LEASE 











FOR LEASE 
We are ready to consider applications for representa- Attention, Chain Store Operators 


. . . e e A: Shoe Dept. well sustpees | beautiful 
tion in the following territories: , main floor best 100% location I 











North Carolina Illinois Alabama 
South Carolina except Chicago Mississippi 

Georgia a { Texas Louisiana POSITION WANTED 
Florida Oklahoma Arkansas 








Virginia Indiana Tennessee 
%. 





SALESMAN and Factory Superintendent now 

; coun for 75 a. had wide = — 
in uain 

Our men’s and women’s welts are nationally famous. We want Jy’ » -14,4-~ oY: 120, 

to place these shoes with the better class stores in principal gare Boot and Shoe Recorder, 189 W. Madison 

cities. If you are familiar with such trade we will offer you no Sa 


sufficient means of making sales. 
Apply in writing with complete details in confidence. 











BUSINESS OPPORTUNITY 


GHOE te - vee) N. J., good bupinese 
: corner. stablishe 16 years. ing 
Diamond Shoe Co., 196 Church St., New York, N. Y. $30,000 yearly. Rental $150 month. Sickness. 

Sacrifice $8500 stock, including good-will and 
fixtures, if sold at once. Net cash $6500. Ad- 
dress C-138, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
































— = WANTED TO PURCHASE 











Unusually Desirable Office and Salesroom for Rent we 


in mi N catenin, Scans 
Centrally located in middle of New York City shoe ae io a 
district. Light, commodious rooms, where one line or Ws, aise purchase clothine, pews. fur 


two non-competing lines could be displayed. 








CASH PAID 


C-140, Care Boot and Shoe Recorder, 239 West 39th St., 9th Floor, ese dhee cneses of cursive cheats of 
New York, N. Y. shoes or for other merchandise. saeomn 

taken over. We will send a 

sentative to — aemeees and "make 

offer upon reques' 

Kalter Cerf. Mercantile Co., Ime. 


591 Broadway, New York City 
Phone Canal 6940-6941 -6942-6943 
































FOR SALE HELP WANTED 


WANTED—Head of stock, and assistant to MISCELLANEOUS 
FOR SALE be well” exper in basement a department. Must 


mee! * position. Pfeifer 
Shoe pain — , Brothers, antittid P Rock, A BUCKLES. NOVELTY MATERIALS 
d fine business a oca one 0 
the best business districts of Philadelphia, m BROCADES 
Business has been established for 50 Sorry kN 
years. For eota -39 Assistant Shoe be er Wanted PJOLUN.. i Ge anos 
care Boot h rd NEIMAN-MARCUS PANY, Dallas, Ni ge Ke ; usive 
207 South st. Boston, Mass. has an unusual MB for assistant . Custom 
gy BY = yA shoe nage A NYA 
e . Must have necessary train A ¢ 
and ability to serve high class” clientele. wey (2 “AIGLON” 
FOR SALE—Grand Rapids Mahogany Fis Fiz oe Tepes stricty ast peasant sal- Wey & Shoe Trees 
tures, used only two years. 0. "NEIMAN-MARCUS COMPANY ae Se Patented 
shoe cabinets, ys eled ends for same, 25 Ne Dallas, Texas . 
165A tables, 8 No. 1300 show cases, fitting Genuine 
chairs, stools, window fixtures, office equipment, 
light fixtures and fans. Spot cash buys t 
cheap. Ray McKinney, Pueblo, Colo. GOLD and siLVER KID SHOES 
r M 


wed by AIGLON 8H 
LINE WANTED ae apm ranting 
t 8. APRILE—IiIMPORTER 
FOR Ere ge oo see store _— re 61 West 50th St. - New York 
growing town in Bergen Coun ew Jer- 
sey, won miles from New York ity. Moder- Reaves yy Pigeon sy om Son in 
ate rent five years’ leases. Splendid agpertuatty. for ~ ia = West with — - ~pom 
on for selling, owner has another dress C137, uret Boot 
Address C159, acca Boot ond Shan Recorder, fea and. Shoe Recorder, 207 a By WINDOW 
CA 


207 South St., Boston, Mass. i 

































































AtX) 








FOR SALE—Family shoe store established WANTED—A good line of women’s snappy Frames : be month ane 


be years, excellent location and doing good McKay shoes to retail at from $6 to $9 
ess. Owner is retiring. This fs 8 won for the whole of Canada. Thoroughly experi- RECORDER SHO ) 
wei opportunity for the rty. Ad- enced; can furnish the best of references. Ad- LECORDER SHOW CARD SERVICE 
dress Globe Shoe Co., 155 E. alt St., Plain- dress C-135, care Boot and Shoe Recorder, 207 180 W. Uadison St.-Chicaa 
field, N. J. South Street, Boston, Mass. 
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MISCELLANEOUS 


MISCELLANEOUS 





H-W shoe store 
seats add to ap- 
pearance — save 
floor space. 


+ a nemger Spstend Les Angeles, Calif. 

Boston 45, Mass New York, N. Y. 

Buffalo, N. Y. Philadelphia, Pa. 

Chicago, Illinois Portland, Oregon 

Kansas City, Me. San Francisco, Cal. 
St. Leuis, Missouri 


MISCELLANEOUS 








Milbradt 
Ladders 


ventors. 


condition. 


placing your order 
Milbradt 


2416 No. 10th Street 
ST. LOUIS, MO. 





made for 40 years 
by the original in- 


Made in all styles 
to suit any shelving 


Get our prices before 





—SNAKES-— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 


LEATHER DE LUXE CO. 
47 West 34th St., New York 


“Largest Importers 
Novelty Leathers” 





Manufacturing Co. 














WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 





























Shoe Carton 
-fabets: 


¢ aae ince. 18745 


Je Ti- 


/ Apecbetioe YN MA 

















IDEAL ROLLING 
LADDERS 


are 
25 
59, Cheape 
Write for Oatatos 






































WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or 
or other 














Sell Us Your Left Over 


New York Export Purcnasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








SHOE CARTONS 


AND 


LABELS 


PRICE-SERVICE-OQUALITY 
THAT SATISFY 


08 Car ee UBIVEL 

“Dye 
ABELS 

27's LEXINGTON AVE 

BROOKLYN AW.Y 


Complete set o pon request, 
hae olen 





Made Only of Wood 
for all lines 
IMMEDIATE 


SHIPMENTS 
Send for Catalog 


ig Oscan Onnen 
Siw. FOURTH $V. 
CIN CINNAT?, O 
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MISCELLANEOUS 


MISCELLANEOUS 


MISCELLANEOUS 








New and Used Chairs 


Save floor space 
and make your 
store more attrac- 
tive. 

Iovfooforforfoofoofooforfoofonoots 
Finished in any 
color and recov- 
ered to match fix- 
tures or furniture. 


Peet 


Stock always on 
hand. Shipped 
anywhere. 


Prices: From 
$2.00 each up. 


Crown Motion Picture Supplies 
Now located at 729 7th Ave. 
3rd Floor, Room 310 
New York City 











Kempner a Shoe Traveler 
V er”’ 


One of the most interesting shoe 
travelers at the Southeastern Shoe 
Retailers’ Convention held recently 
in Atlanta, was M. W. Kempner, of 
New York City, who covers Southern 
territory for the Bates-Dow Co. Mr. 
Kempner has traveled this section 
for slightly more than forty years. 
In point of active service, at least, he 
is one of the oldest—if not the very 
oldest—traveling shoe salesmen in 
“Dixie.” Needless to state, his long 
years on the road have made him 
well known to virtually every mer- 
chant in this part of the country. 


“AD” on back, which WILL BE EN 


PRETTY 
37 East 28th Stree 





Fans—For Stimulating Your Summer Business 
These Fans assorted in 7 ie eta a aR colors. Has 


your 
NDS. 


Send for descriptive circular and prices of quantities. 
“Cain a Lap on Your Competitor” 


SOUVENIR ADVERTISING COMPANY 


New York Oity, N. Y. 





Sam Vaisey with D. 
Armstrong 


Sam B. Vaisey, well known shoe 
salesman, and more recently a New 
York shoe merchant, has joined the 
sales staff of D. Armstrong & Co. 
and will sell Armstrong shoes in the 
South, covering Maryland, Virginia, 
North and South Carolina, Tennes- 
see, Alabama, Georgia and Florida. 

Sam formerly represented the 
Burrows Shoe Co. of Rochester, N. 
Y., and for a short time represented 
the Dugan & Hudson Co. as special 
agent for “Duson” Adjustable Arch 
shoes. 

Recently- Mr. Vaisey leased a shoe 
department in New York City, 
where he successfully built up the 
business, but the call of the road 
and the opportunity offered by D. 
Armstrong influenced Sam to return 
to the road and he is now in his 
territory showing the D. Armstrong 
styles. 


Northwestern Boys to 
Publish Roster 


In connection with the fact that 
the Northwestern Shoe Travelers’ 
Association is to publish the names 
and addresses of its members and 
lines represented, it was stated in 
the Marck 27 issue of the RECORDER, 
page 69, that this roster would be 
printed in the Northwest Commer- 
cial Bulletin. The paper in which 





and sensible rates withal. 





Che Breakers 


ATLANTIC CITY 


Preferred—in Summer and all seasons—by 
those who know and want the best... . 
upon the American or European plan... 


Sea Water Baths, Golf privileges, Orchestra, 
Dancing. Garage on premises. 
JOEL HILLMAN, President 
JULIAN A. HILLMAN, V-President 


either 











this roster will appear is The Shoe 
and Dry Goods Merchant of Minne- 
apolis. Copy for this list has been 
turned over to H. S. MclIntyre, 
editor and manager, by Gene Bailey, 
secretary of the Northwestern Shoe 
Travelers’ Association, and the boys 
have been notified that The Shoe 
and Dry Goods Merchant will con- 
tain this list. 


Travelers to Meet in Boston 
in July 

National Secretary T. A. Delany, 
chairman of the Hospitality Com- 
mittee of the Boston Shoe and 
Leather Fair, has accepted the in- 
vitation of the fair committee for 
the N. S. T. A. directorate to be its 
guests and meet in Boston during 
the days of the big event, July 6-8. 


Maxwell with Monaghan 


Tom Maxwell, formerly of Hen- 
nesey, Maxwell & Hennesey, is now 
associated with P. J. Monaghan & 
Co. of Baltimore. Mr. Maxwell is 
one of the “live wire” shoe manu- 
facturers and salesmen. His many 
friends will be glad to know of Mr. 
Maxwell’s new connection. Mona- 
ghan’s line consists of welts and 
turns; the company is planning to 
double its capacity. 


| GreeLeY Boupoirs 


Many a merchant has placed the 
stamp of approval on my boudoirs. 
I have been in business for years and 
I have served the same people for 
years, all indicative of the uniform 
high standard of quality which my 


line of boudoirs represents. Your 
confidence in my boudoirs will not 
be misplaced. Shipments 
open up right. Let me 
send you samples and 
prices. Write today. 
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One of a series of 
‘Popular Numbers 
for 1926 


“Diamond Brand Visible 
Fast Color Eyelets preserve 
the smooth Style lines of the 


upper and promote easy lac- : 
jee They qhain aarcile © ous year without doubt, the oxford, with higher heels, 
nal finish indefinitely and lender li : . f 
aliually sammeae the shee slender lines, more elegant materials, is cast for a greater 


role than mere sport and street wear — the more formal 


occasion. Faultless in minor details, the new lightweight 
GOODYEAR WELT oxfords are of course finished with 
matching Diamond Brand Visib/e Fast Color Eyelets. 


Look for the “Diamond <> Trade Mark 


UNITED FAST COLOR EYELET COMPANY, BOSTON 
Manufaturers of 


DIAMOND BRAND V1s74/e FAST COLOR EYELETS 


When writing to advertisers please mention Boot ann Suoz Reconpsr 
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Officially—the hand ot 
Fashion now points to 
Velvetta Antelope Suede 
Calf in Black, Brown, Tan 
and all the official colors 
endorsed by the Style 
Conterence. 

Cavendish Russia Calf 
available 1n the same 
shades tor combinations. 





Quality is most important 
bem Salome (cae leseme) amie (ce (=, 
—Velvetta Suede bears a 
long-tested reputation as 
the best. 


we aesent 





“Rankin Leather Co. 


Manutac re ot Fine Ca Li 


CUS sie la sme lenaa | a Boston, 














When writing to advertisers please mention Boot anp SHos Recorpsr 








